FheNATIONAL 
UNDERWRITER 


TO 


A, dvertisers- 


HOW OUR MEMBERSHIP 
IN THE AUDIT BUREAU OF 
CIRCULATIONS PROTECTS YOUR 
ADVERTISING INVESTMENT. 





RCULATION 


HE Audit Bureau of Circulations is a 





cooperative and non-profit association 
of more than 2000 publishers, advertisers 
and advertising agencies. 

The Bureau has established definite 
standards for measuring circulation on a 
quantitative basis for qualitative appraisal. 
Its reports provide information that adver- 
tisers need in order to select the right media. 
And they give buyers assurance that they 
get what they pay for. 

Skilled auditors make a detailed annual 
audit of the circulation records of each 
publisher member. Based on these audits, 
the Bureau issues A. B. C. reports which 
tell how much circulation a publication has, 


A.B. C. PROTECTS YOUR ADVERTISING 


Paid subscriptions, renewals, evidence of reader interest, 
are among many facts in A. B. C. reports that are definite 
guides to effective media selection. When you buy space 


A free copy of this booklet 
will be sent to business paper 
- advertisers. See below.* 


where it goes, howit was obtained, how much 
subscribers paid for it, their occupation and 
business, and many other facts essential to 
the wise investment of advertising money. 
Only publications with paid circulation 
are eligible for membership in the Bureau. 
The net paid circulation shown in A. B. C, 
reports is evidence of reader interest. 


*How to make the most of the information 
in A. B. C. reports for business papers is 
described in a booklet on media selection 
which has recently been issued by the 
Bureau. It outlines in detail the helpful 
information that will enable you to select 
the right media and know that you are get- 
ting what you pay for. Write today for 
your free copy of this booklet. 


in A. B. C. publications your advertising is safeguarded 
by audited circulation. Always ask for A. B. C. reports. 


The NATIONAL UNDERWRITER 


Member of the Audit Bureau of Circulations Ask for a copy of our latest A.B.C. report 


A.B. C.=AUDIT BUREAU OF CIRCULATIONS=FACTS AS A MEASURE OF CIRCULATION VALUES 
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AND 


100 Percent Back of 
the Government 


Last month we had a 
meeting of Home Office 
employees...623 of them 

. about the payroll de- 
duction plan for buying 
War Bonds. 


Within forty-eight hours 
every employee in the 
building had signed up, 
authorizing regular de- 
ductions from their salary 
for the purchase of War 


Bonds. 


That's their contribution 
to the buying of more 
tanks and guns and ships 
and planes to preserve 
freedom ...and were 
proud of them for it. 
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—“DOUBLE TEN"! 


A Provident policy owner, who was then 29, wanted 
to provide financial security for his wife and two- 
year-old daughter. It was for them that he bought 
a $5000 life insurance policy eight years ago, as a 
start on an insurance program he intended to build 
up. A few years later he added a $10,000 policy to 
bring the total nearer the standard of living he 
wanted his family to maintain. Early this year he 
died at age 37, after an illness of four months. 


The income from this insurance is all his widow and 
daughter, now 10, have to live on. She received 
$2000 in cash to clean up expenses, and will receive 
$150 a month for a little more than seven years. 


That widow still has a real problem, though. She 
phrased it this way, when she talked to our agent: 
‘What will I do when the income stops?” She has 
had no business training, her mother has to make a 
livelihood for herself, and her husband's family do 
not feel kindly toward her. 


The husband figured he had plenty of time to build 
up his insurance to a point adequate to meet the 
circumstances. He hadn't. 


The Provident DOUBLE TEN would have provided 
a suitable income for life. It doubles the amount 
of insurance at slight additional cost. 





PRovIDENT — 


LIFE INSURANCE COMPANY OF PHILADELPHIA 
Pennsylvania @ Founded 1865 














W. Jackson Blvd., Chicago, TIl., 





A. Forty-sixth year. 
$3.00 per year (Canada $4.00), 15 cents ~ copy. Entered as second class mattei 
office at Chicago, Hl, under Act of March 3, 1879. 


No. 22. 
Tune 


THE NATIONAL UNDERWRITER Life Insurance Edition. Published weekly by The National Underwriter Company. 
Office of publication, 175 U. 8: 2 Friday, May 29, 


9, 1900, at the post 
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Program for 
Commissioners 
Meeting Given 


James W. Close of R.F.C. 
Will Talk on War 
Damage Corporation 


OKLAHOMA CITY.—With reserva- 
tions running high and already topping 
those of last year at this time, Jess G. 
Read, secretary, foresees a large attend- 
As- 
of Insurance Commissioners in 
June 8-10. He that 
because of the meeting executive 
committee Sunday a full at- 


ance at the convention of National 
sociation 
Denver, predicts 
of the 
afternoon, 
will be insured. 


hours of 


tendance 


Preceded by two committee 


meetings, the first executive session will 
be called to order at 11 a. June 8, 
when the formal program will be 


launched. 
Invocation will be given by Very Rev. 
Paul Roberst, Episcopal Diocese of Col- 


orado; welcome to Colorado by John C. 
Vivian, lieutenant governor; welcome to 
Denver, Benjamin F. Stapleton, mayor; 


response on behalf of the convention, 
vice-president John Sharp Williams, III, 
Mississippi. 

_ Charles F. Hobbs of Kansas, the pres- 
ident, will give his address. Adjourn- 
ment is scheduled for 1 p. m. 


Buffet Supper and Dance 


The afternoon will be reserved for 
committee meetings and the evening to 
a buffet supper and informal dance. 

_ Tuesday morning reports will be heard 
irom committees followed by an address 


on “War Damage er by James 
W. Close, counsel for R. F. 
Committee meetings veil’ be held 


throughout the afternoon. 

The convention session Wednesday 
morning will open at 11, when reports 
of committees will be heard and election 
of officers held. 

At 1 o'clock a 
will be served 
elected officers. 


fellowship luncheon 
honoring the newly 


The schedule of committee meetings 
Was announced as follows: 
Monday, June 8 

9 a.m. Room A—Sub-committee on life 


insurance executive session. Requested 


by McCormack of Tennessee. 





10 a. m.—Laws and legislation com- 
mittee: Sale of insurance by non-ad- 
mitted carriers through mail and radio. 
Requested by Berry of Michigan. Li- 
cense requirements requested by Lock- 
hart of Texas. 

2:30 p. m. Room C—Life committee. 
Conversion privileges and war clauses 


on group life insurance. Requested by 
Rouillard of New Hampshire. 


3:30 p. m. Room A—Accident and 
health committee, executive session. Re- 
quested by McCormack. 

4:30 p. m. Room C—dAllocation of fire 


Premiums committee. Illegal underwrit- 
Jones of 
Caminetti, 


ing practices. 
Illinois and 


Requested by 
Lockhart and 








Cites Positive Sales Factors 


Penny Finds Adverse Effect of War on 
Market Less Than Favorable Influences 





Although war conditions create some 
adverse factors in life insurance selling 
they also create great positive factors 
which far outweigh the negative ones, 
according to W. S. Penny, director of 
agencies of Sun Life of Canada, who ad- 
dressed the annual meeting of the Michi- 
gan State Association of Life Under- 
writers at Bay City. 

Mr. Penny first enumerated the ad- 
verse factors. There is the increased tax- 
ation, which is inevitable and without 
which disaster lies ahead on many sides. 
Then there is the fear on the part of 
prospects that inflation will occur which 
will destroy the value of the dollar, fear 
that the national debt will increase to 
the point where capital levies will be 
necessary and fear as to what the future 
may hold for the people. 

Then there is a change in the market 
for insurance, with many previously sub- 
stantial prospects eliminated due to 
heavy commitments combined with the 
heavy taxation and due to the closing 
and curtailment of many businesses due 
to priorities, restrictions, etc. 

Then there is a feeling, due to lack of 
understanding that it is unpatriotic to 


buy life insurance when war bonds 
should be purchased. In that connec- 
tion Mr. Penny said that the agents 


should help in the sale of war bonds to 
the utmost and they should not compete 
with war bond sales but they should al- 
ways remember that life insurance dol- 
lars are patriotic dollars and that there is 
still plenty of margin for premiums after 
war bond purchases. In Canada the 
agents have benefited greatly by their 
participation in the actual sale of war 
bonds, he said. 

Then the restrictions on travel create 
a problem for the agent. 

Taking up the positive influences, he 
said that despite increasing taxation, na- 
tional income both gross and net, after 
taxation, is still increasing. 

Income taxes in Canada, he pointed 
out, are generally higher now than they 


California. Interstate rating of multiple 


locations. Requested by Caminetti, Lock- 
hart and Jones. 
5:30 p. m. Buffet supper and dance at 


Lakewood Country club. 


Tuesday, June 9 


9 a. m. Room A—Fraternal commit- 
tee. Requested by Sullivan of Washing- 
ton. 

10 a. m. Room B—Valuation of secu- 
rities. Requested by Pink of New York. 

2:30 p. m. Room B—Taxation commit- 
tee, sub-committee report on marine 
and inland marine insurance tax, prog- 
ress. Requested by Thompson, Oregon, 


and Graves, Arkansas. 
3:30 p. m. Room 
dividends. 
4:30 p. m. 
examinations. 
quested by 
procedure. 


D—Committee on 
200m D—Sub-committee on 
Executive session. Re- 
McCormack. Examination 
Examination qualifications. 
Requested by Lockhart, Gough, New 
Jersey, and Kavanaugh, Colorado. 

5:30 p. m. Room D—Examinations 
committee. Requested by Read. 


Wednesday, June 10 


Room B—Committee on real 
estate appraisals. Discussion of sug- 
gested appraisal form. Discussion of 
rules governing real estate valuations. 


9 a. m. 





will be in the United States even when 
calculated on the proposed 1943 basis. 
Despite this, national income of Canada 
increased double the tax increase. He 
predicted that this will be true in the 
United States and will be true individ- 
ually, particularly in the lower and 
middle income brackets. This income is 
being distributed more evenly over a 

















W. S. PENNY 


great many people whom the agent can 
reach and whose language he can talk. 
Many persons who were struggling to 
make an adequate living are now in a 
relatively prosperous position. 

A great many more people have a 
need, a fear that the need may not be 
met and adequate money to buy. 

Then, too, luxury buying is being cur- 
tailed which means that competition of 
salesmen of many luxury, semi-luxury 
and even essential products is weakening 
and disappearing rapidly. Emphasis is 
being placed on all sides on the need for 
thrift. The people are thinking and talk- 
ing thrift and are hearing and realizing 
the closeness of death. 


Key men are assuming constantly 
greater importance in every organiza- 
tion. 


Social Security Advantage 


With increased employment and in- 
come social security is constantly loom- 
ing larger in the minds of the people. 
Because it is not a complete solution to 
the problem of the average American 
home, the life insurance man has a pow- 
erful message to convey to the public. 

Haphazard prospecting will not be 
good enough under war conditions and 
must be replaced by a carefully planned 
system. 

Mr. Penny outlined some of the work- 
ing conditions of agents in England. 
They have the blackout throughout the 
country and have to get around without 
benefit of any light. The agent has the 
severest kind of transportation difficul- 
ties. He cannot drive his own car. An 
air raid alert may be in progress when 
he reaches his destination. One agent 

(CONTINUED ON PAGE 14) 


Project Civilian 
War Risk Accident 
Form on Pool Basis 


H. & A. Conference at 
Kansas City Meeting Takes 
Leadership in Move 


By FRANK A. POST 
KANSAS CITY—The Health & Ac- 


cident Underwriters Conference at its 
annual meeting here approved the idea 
of issuing a special civilian war risk ac- 
cident policy on a pool basis, approved 
the report of a special committee outlin 
ing a plan for writing such a policy, sub- 
ject to possible modifications as to rates, 
and authorized the appointment of a per- 
manent committee to carry out the plan. 

While it is primarily a conference 
project, if not enough conference compa- 
nies subscribe, participation would be 
offered to companies outside the confer- 
ence. The policy will provide $5,000 
principal sum, with proportional dis- 
memberment benefits and $500 hospital, 
nurse, medical and surgical expense. 

W. G. Alpaugh, Inter-Ocean Casualty, 
was elected president and O. F. Davis, 
Illinois Bankers Life, chairman execu- 
tive committee, putting him in line for 
the presidency next year. 

Other officers are: First vice-president 
R. J. Wetterlund, Washington National; 
second v ice-president George W. 
Kemper, Fireman’s Fund Indemnity; 
secretary (reelected) E. G. Trimble, Jr., 
Employers Reinsurance; executive com- 


mittee, J. M. Powell, Loyal Protective 
Life; Paul G. Garey, Commercial Casu- 
alty; J. H. Torrance, Business Men’s 
Assurance. 


War Problems Bring Big Crowd 


The pressing problems of wartime, af- 
fecting administrative, underwriting and 
agency operations, brought out the larg- 
est attendance in recent years, with a 
registration of nearly 200 the first day 
and a crowd which taxed the capacity 
of the meeting place and stayed on the 
job throughout a series of meaty discus- 
sions of social security, war clauses, 
changes in industry with the resultant 
effect on risks, mounting taxes and ex- 
penses, investments and loss of per- 
sonnel, 

The threat of social security exten- 
sion to include disability insurance was 
perhaps the main topic in the formal 
program Tuesday. It was covered in a 
separate address by Harold Requartte, 
counsel of Woodmen Accident, was 
stressed by George Manzelmann, presi- 
dent of North American Accident, in 
his luncheon talk and presented from a 
rather novel angle by John M. Powell. 
Loyal Protective, in his presidential 
address. Mr. Powell and W. T. Grant, 
president of Business Men’s Assurance, 
who gave the address of welcome, both 
presented quite comprehensive reviews 
of the problems of the day. 

John Panchuk, general counsel 

(CONTINUED ON PAGE 14) 
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Ranking 


TOTAL INCOME 

Rank 

in 1941 
1 Metropolitan .........$1,114,555,637 
> Prudential ..cccccvces 914,892,937 
$ Equitable, N. Y....... 471,572,089 
i New Work TAte....0.ss 448,650,110 
5 John Hancock ....... 271,866,967 


[ate WH. Ze vcse 
Mutual.. 


6 Mutual 
7 Northwestern 
S$ Sun 



















Life, Canada..... 
S FRAVCICTS 2.6000:05 045160 
10) BetnR Tale: 2.665600 %ne 
11 Mutual Benefit ...... . 25 
12 Penn Mutual ......... 6,194 
13 Massachusetts Mutual. 2,272 
14 New England Mutual.. ey gel 
15 Connecticut Mutual... 2,166 
16 Union Central ........ 5,577 
17 Connecticut General... 
18 Provident Mutual ..... 
19 Phoenix Mutual ...... 
20 Lincoln National ..... 
St CemnOs TAle 2 ccs vccces 
22 Western & Southern... 
23 3ankers, Iowa ....... 
24 Manufacturers. ....... 
25 National Life, Vt...... 
26 National L. @ A......» 
27 Equitable, Iowa ...... 
28 Pacific Mutual ....... 
29 Mutual Life, Canada.. 
30 State Mutual ......... 
31 Lom@onm LAle oo cencsse% 
32 Grent=-WeBt ...0.00s'0% i 
Se CROIIAD © nek sce cies cess if § 
34 American National. 27,141,274 
5 Kansas City Life..... 8 
teliance Life ........ 
Life of Virginia...... 
35 Fidelity Mutual....... 
89 Confederation  ... iss. 
40 General American..... 
41 Occidental, Cal. ...... 
432 Home Life, N. Y. 2+... 
43 Jefferson Standard.... 
44 Acacia Mutual ........ 
45 Southwestern ......... A 
46 Northwestern National 22,596 
47 Washington National. 4,288 
48 Imperial, Canada ..... 56,443 
49 Berkshire ............ ,329 
50 lite & GCanunity .....+... 
51 North American, Can 
52 Provident L. & A...... 
53 Monumental ......... 
54 Cal.-Western States... 
Se os Eee ee ee eee oe 
56 American United...... 
57 Ohio National ........ 
58 Minnesota Mutual 
59 Great Southern ....... 
CO Mutual Trust 22.62.05. 


Assurance 
& Health 


61 Continental 
62 Industrial L. 


63 Pan-American ........ 
64 Franklin Life ........ 
65 DomiImion 2.2008 e0200% 


66 Columbian National... 
} Central Life, Iowa.... 
State, Imgiana. «. <<<.» 
Business Men’s Assur. 
Columbus Mutual 
Savings Bk. of Mass.. 
Home Beneficial 
Peoples; BD: Cescscs00s 
United Benefit 
Southland Life 
Continental Amer..... 
Union Mutual 
Midland Mutual ...... 
West Coast Life...... 
Liberty Life, S. C..... 
PEN. > gb adiians< a4 54 
Guarantee 
Atlantic 
Pilot Life 
anode 2: ee 
Gulf 
Commonwealth 
Manhattan 
Northern Life, 
Equitable, D. 
Security Mutual, N. Y. 
3ankers, Nebraska.... 
Home Life, Pa........ 
American Mutual 
Baltimore 
Sun Life, Ma... sees 
Federal 
: Ohio State 
99 Boston Mutual 
100 Illinois Bankers 


if, Wash. 
i 





$4,812,153 assets of 


*Does include 


Liberty 


not 
Life. 


Commonwealth Agents Are 
Guests at Home Office 


Thirty-five Commonwealth Life indus- 
trial agents and their wives spent the 
week-end in Louisville on the annual 
home office trip. President Morton 

3ovd was host at a luncheon. Each 
man placed a minimum of $50,000 ordi- 
nary insurance in 1941, and five made 
the $100,000 mark. The latter group 
recently returned from Sea Island, Ga., 
where they attended the ordinary de- 
partment convention. 

There was a dinner-dance and 
party also attended Churchill Downs. 

The number qualifying in 1941 dou- 
bled that of the previous year. 


the 
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PREMIUM INCOME 


Rank 
in 1941 
1 Metropolitan .........$ 793,756,404 
2 WPUGeneel saa. oasccas 666,592,127 
3 Equitable Society..... 302,996,638 
4 New York Life....... 251,937,542 
5 John Hancock... . +++ 209,283,291 
6 Northwestern Mutual.. 138,659,775 
T. BUR EO ns so soso venee 132,325,326 
8 Sun Life, Canada..... 112,575,322 
9 Aetna Dife 20.6... bis 110,722,148 
10 "TPON BISBEE — 66% éaa nose ne 107,577,575 
li Mutual Benet .......5 77,366,946 
2 Penn Awa) o6 ev acicns 68,638,541 
i3 Mase. Mutual ......+. 66,725,605 
14 New England Mutual. 60,329,067 
15 Connect. General .... 47,359,674 
16 Connect. Mutual ..... 46,163,572 
17 Untom Cemtral oo... 42,236,839 
18 Provident Mutual ; 33,600,884 
19 Western & Southern.. 33591301 
20 National Life & Acc... 32,095,213 
21 Lincoln National ..... 30,002,808 
22 Phoenix Mutual ...... 2 
23 Manufacturers ........ 
ot Canada Gife .5.50600 F 5, ; 
25 Bankers, Iowa .....:+. t f 
26 Amer. National ...... 22,940,925 
27 National Life, Vt...... 22,639,056 
28 Equitable, Iowa ...... 21,217,197 
20° TRGOn BAG svsG-ccwce 19,766,915 
30 «Pacific Mutual «i066. 19,201,487 
St State Mutuesl .....06s20% 19,006,479 
32 Mutual Life, Canada.. 18,274,366 
33 Reliance Life ....<s..% 18,125,782 
34 Life of Virginia. ...<. 18,111,244 
SD GPRBE=“WESE. .60:6:6.0:0:0.0% 17,515,284 
Oo “See ooo wdc 16,375,252 
37 Confederation ........ 15,649,713 
388 Occidental, Cal. ...... 14,176,178 
oo Home tife, N: Y...... 14,047,189 
40 Fidelity Mutual ...... 13,660,045 
41 Jefferson Standard.... 13,615,100 
42 Kansas City Life..... 13,505,004 
43 General American 12,852,152 
44 Acacia Mutual ....... 11,809,779 
45 Southwestern ......... 11,749,563 
46 Northwestern National 11,329,751 
47 Life & Casualty ....... 11,046,040 
48 Monumental ...... ; 10,487,745 


49 Imperial, 
50 Industrial L. 
51 Cal.-Western 


& Health 
States. 


8,973,378 
8,160,598 


Ee i a re eee eres 7,948,143 
53 North American, Can.. 7,846,459 
54 Minnesota Mutual..... 7,170,214 
55 American United ..... 7,044,657 
BG FSOVRBNENC isn 6s.4)00-00-0 7,020,514 
57 Continental Assur, 6,976,851 
58 Great Southern ....... 6,958,823 
59 Home Beneficial ...... 6,866,586 
60 Business Men’s Assur.. 6,844,723 
61 Ohio National ........ 6,686,242 
62 Pan-American ........ 6,541,944 
Ga PWaeonies, 1... acces as 6,179,796 
G4 BEuUtGal TEASE .0ccewse 6,164,990 
65 Branklin Dife ........ 6,075,232 


6,004, 


66 Washington National.. 561 





67 Savings Bk. of Mass.. 

CE DOMMMION  ooccccvnssss 

69 State, Indiana ........ 

70 Columbian National... 

71 United Beneht .2.. 2. 

72 Columbus Mutual..... 

ea os | i ee Pree ra 

74 Central Life, Iowa.... 

75 Continental American. 961, 
56) SOMINND, 55 ahs so ww to 4,883,22 
77 Southland Life ....... 4,870,119 
78 Commonwealth ....... 4,544,393 
99 OR BAO. iss 4.6 oo 3 05 ai 4,413,129 
80 Mauttable, D. C.<.c0% 4,368,218 
81 Guarantee Mutual..... 4,297,377 
82 Midland Mutual ...... 4,224,890 
83 West Coast iLife...... 4,167,129 
84 Home iife,. Pa... ss. 4,144,288 
85. Boston Mutual ....... 4,047,260 
86 Sun Gite, Med...2<0<:..5 4,037,393 
87 PRCOOTOD ccc awesnee ss 3,945,485 
S8 Bhenandoah ....<c06s% 3 7,56: 
SD DPERMMBTIAN o4 4a x8... 

90 Northern Life, Wash. 

OU NI. ib 5 cle ie he eae 

92 Protective Life ....... 

93 Indianapolis Life 

94 Union Mutual ...:.0.4. 


95 Continental Life, D. C. 
96 Excelsior 


97 Security Mut. N. Y 

OE TORO) FSEES  oiiv5 0:0 Gn ee 
99 Country TAT. 60:00:55.0 
100 Tllinois Bankers ...... 





Hitler's Nephew to Talk 
at Pa. Insurance Days 


PITTSBURGH. — William 
Hitler, nephew of Adolf Hitler, wiil 
speak on “My Uncle Adolf” at the 
banquet June 11 in connection with the 
Pennsylvania Insurance Days. This an- 
nual convention of the Insurance Feder- 
ation of Pennsylvania will be held in the 
William Penn hotel June 10-11. 

Robert N. Waddell, general agent 
Connecticut Mutual, will be toastmaster 
at the banquet. Other speakers sched- 
uled so far include C. W. Pierce, mana- 
ger National Bureau of Industrial Pro- 
tection, Washington, D. C.; Robert L. 
Hogg, assistant general counsel Asso- 
ciation of Life Insurance Presidents, 
New York; Julian H. Harvey, managing 


Patrick 











TOTAL INSURANCE WRITTEN 
tank 
in 1941 
1 Metropolitan .........$2,623,715,546 
2 PEUGSRMG! | socn is o0s00 Bpleoeooseto 
S$ Bauitable, N. Y..... a git yet 
4 CAStHR, TADS <0 ss onwdo<% 1,305,253,551 
D “SRMVOIOEG cess eooe 1,044,745,762 
6 Jonn Mancoek ...c:cs.0« 975,365,595 
7 New York Life... 457, 544, 762 
8 American National 334, 634,943 
9 Sun Life, Canada...... 33 821, 055 
10 National Life & Acc.. 257,43 1,637 
11 Northwestern Mutual. 251,087,632 
12 Connecticut General... 222,574,922 
13 Lincoln National A 208,590,866 
14 Mutual Life, N. Y¥..... 189,325,993 
15 Western & ‘Southern.. 183,752, 
16 Occidental, Cal. ...c2+. 180, 507, "389 
17 Mutual Benefit ....... 144,375,149 
is. Penn MWIMAL ......ic009s 138,704,763 
19 Massachusetts Mut. 137,339,958 
20 Continental Assur. ... 132,330,969 
Zi POMGON BACCO aioe oc cis.c se 130 712, 925 
22 Life & Casualty ...... 128,178, 001 
Zo sate of Viteinia..cass 127,862,417 
24 New England Mutual.. 127,631,634 
25 General American..... 125,152,437 
26 Eiberty Tite, 8:°C...%. 117,417,873 
27 Connecticut Mutual. 111,247,662 
28 Home Beneficial ..... 96,862,960 
29 Kansas City Life......:.:. 92,994,965 
Se Peenteg. DC Dis. esses 87,171, 513 
$i Monumental ..i..cscss 84,124,689 
32 Canada THItC ..c0s css 77,945,756 
33 Provident Mutual 76,981,073 
34 6~Union Central ........5% 71,661,490 
35 Washington National.. 70,777,146 
36 Sankers, Iowa ...2.0% 66,190,007 
37 Reliance Life ........ 64,273,495 
Peay ASEM. <a atau patie oiacatecankceneckcs 63,366,674 
39 United Benefit ...... 62,194,152 
40 Jefferson Standard. 61,240,183 
41 Manufacturers «......% 58,172,463 
$2 Confederavion: 2.4.6.6 57,859,995 
43 Mutual Life, Canada.. 56,920,495 
44 Great-Weet ...ccccces 56,712,112 
45 National Life, Vt..... 53,806,225 
46 Equitable, Iowa ar 53,227,879 
47 Home Life, N. Y....... . 53,055,075 
48 Phoenix Mutual ...... 52,348,486 
49 Southwestern ......... 52-110,151 
50 SMenaANnGdOaAN .... 6605 51,963,762 
51 Acacia Mutual ........ 49,678,946 
Se )GRRMIORE 5 occ seroe pews x 45,782,913 
53 Northwestern National 44,240,496 
54 Liberty National ..... 44,000,292 
55 Pacific Mutual .....03. 42,638,738 
56 State Mutual ..... eine 42,034, 329 
57 BHauitaple, D.. GC... 3 41,043,873 
BS “KmIOnTA Tile eo 6-00 40,864,956 
BO “ANGE BAGG ok soso arsine 40,375,894 
60 Continental Life, D. C. 39,449,036 
Je ee ere 38,419,186 
G2 OUTRUN a5 ono scoio.e! sures 38,014,909 
63 Minnesota Mutual 38,012,636 
64 American United ..... 36,524,009 
65 Cal.-Western States... 35,997,790 
66 Commonwealth ....... 35,464,748 
67 Protective Life........ 34'800.849 
68 Great Southern ....... 33,972,330 
@) Cuns BEUIUAL.. 6555s cae 33,602,690 
70 Widelity Mutual. ......<- 31,948,652 
71 N. A. Reassurance.... 30,940,200 
¢ ee yer 29,528,229 
io Sun Dilfe, MG... .cscees 29,297,562 
74 North American, Can. 27, 881,057 
fo Prankiin Life 2. ..66 04% 
16 Pan-American .....5++ 
Toh MEOPORIOL © oes cx cise sc8locaniore 
78 Business Men’s Assur. 
79 Imperial, Canada ..... 
80 Savings Bk. of Mass.. 
SL Bimtual TrUst on scaswe 
82 Ohio National .....66% 
$s Boston Mutual .......5. 
S4 Provident li. & A..cé«: 
SO. WOSt COBB oc aceenis 
SG “PAVIMOTES ob icisescase6 6-000 
ST OUnton Mutual .......0. 
BS: WOrIGRIPG | cii6 kosis cee s 
$9 Winois Bankers....... 
SO SOUENMAGE osc :eceiscseees 
91 Columbian National... 
SF POMIMION 6c i vi ves ces 21, ‘074, 145 
9S Comntry Tite ...scues 20,890,012 
SE PERMRBUIGR is i ccesuns 20/809.763 
95 Home Life, Pa........ 19,996,938 


96 Eureka-Maryland .... 19,616,500 
97 Northern Life, Wash.. 18,661,108 
98 Guarantee Mutual..... 18,330,852 
99 ONION TRV? «cc cies 18,121,297 
100 Continental Amer. 18,083,882 








director conservation bureau, Association 
of Casualty & Surety Executives, New 
York; Leonard Gardner, general counsel 
New York insurance department and 
Steacy E. Webster, general agent Provi- 
dent Mutual, Pittsburgh, assistant ad- 
ministrator of the war savings staff of 
Pennsylvania. 


Spickard Agency Outing 

The L. W. Spickard agency of Bank- 
ers Life of Iowa held a three-day outing 
at Mercer, Wis., this week which was 
concluded by an “agency gains” dinner 
at which W. F. Winterble, director of 
agencies, spoke and presented awards. 
Eighteen agents attended, Mr. Spickard 
and John Sisk, agency supervisor, were 
in charge. 
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TOTAL INSURANCE GAINED 

Rank 

in 1941 
T SMGtFOPOLMtAN Sics.cv ccs aes? 441,970 
S Prudential ...... ea 920,931,631 
S MOUs PALO. 5.5 6'ssscacecs - 509,140,566 
4 Equitable, N. Y....... 70,382,297 
5 J08hn Hancock... ....<. 464,746,466 
GC “EEBVGIOES oo. cc csrndvens 461,269,554 
7 Meow York tile... .s.6s 118,700,654 
8 Occidental, Cal........ 109, 919/230 
9 National Life & Ace 108,161,651 
10 Liberty Life, S. C. ...... 98,762,427 
11 Northwestern Mutual.. 95,94 2131 
12 Continental Assur..... 92,603,761 
13 Lincoln National ..... 9]. 8 } 
14 Connecticut General.. 

15 Western & Southern.. 

HG Wondon Bike oi. 3 keke 

17 American National.... 

18. Life of Virginia....... 

19. New England Mutual.. 

20 Connecticut Mutual... 

2i Kansas City Life...... 

yd & Casualty .. osc ,095 

23 Mutual Benefit........ 45°709'4 

22 Monumental .. 4.2.66. 36, 75 57 ie 
25 Massachusetts Mutual. 35,757,567 
26 United Benefit ..... 3 32,629,904 
et Phenandoah «i. .sscos 32,326 681 
28 .General American..... 31,584,470 
29 Home Life, N. Y....... 29,596,137 
30 Penn Mutual .......2! 29,337,903 
31 Reliance Life ......! ; i 
32 Provident L. & A. : 

33) Jefferson Standard. 28° 308, 509 
Se dGolie sn tee A 26,826,033 
39 Protective Life ...... 26,560,246 
36 Busines Men’s Assur.. 26,069,279 
si Peoples, DPD: €...... a 25,907, 718 
38 National Life, Vt..... 25,068,079 
39 Southwestern ........ 24) 077, O74 
40 Manufacturers ....... 24,015,055 
41 Provident Mutual..... 23, 575,420 
42 Mutual Life, Canada.. 802 


43 Acacia Mutual ....... 
44 Industrial L. & H..... 
45 Phoenix Mutual ...... 21, 
46 Washington National. 

47 Northwestern National 
48 Cuna Mutual 


386.07 














49 Bankers, Towa ....... 21, 120.15 
50 Equitable, Iowa ...... 20,832 330 
51 Home Beneficial ...... 20,38 

52 Hautitable, BD. C...... . 18% 

DS. State PP Aeny 6c elsecess.0 19,85 

54 Confederation ........ 19,50 

DO TOROWM oes de ss -ivesecee 18,17 

OG WSniehts Tite 6.0362 <6<.6 18,03 

57 Savings Bk. of Mass.. 17,540,723 
OS GPSRE“WeSt oici-ccc cass 16,199,853 
OD GEAPGIaR bec sé ocek-cccs 15,667,233 
60 Union Mutual ........ 15,544,435 
61 Commonwealth ...... F 14,680,000 
62 Cal.-Western States... 14,412,099 
63 Liberty National ..... 14,252,856 
G4 State Mutudl ....-<6-.00 13,634,135 
6o Mutual “Prust. .......+ 13,494,959 
GG  PMGE Elle 2.6 6sss cee 13,304,629 
6t San Wife, Mais ..sccs cc. 13,133,394 
Os ‘Country Life... <..ss 12,831,188 
69 Durham ... beeuee 12,264,835 
70 Fidelity Mutual Rad) ars 12,218,651 
71 Minnesota Mutual re 11,898,952 
72 Continental Life, D. C. 11,740,312 
73 North American, Can.. 11,739,766 
T&  MANRRGUtAR  osie0e es c6 6s 11,664,755 
to ON, A. Reassurance erste 11,481,300 
€6 Conada, TAG 6.66 esse ice 9,765,798 
Tl COVODIAL  occies-b-06. eererete ta Si ‘ 
78 Boston Mutual ....... 8, 

79 Guarantee Mutual..... 8, 

SO WOMIPAION. 6 6c ike es: dee 8, 

$i Pacific Mutual ....... 8, 

82 West Coast Life...... 8, 

$3 INimois Bankers ...... 8, 

34. “Union Wanor ...-2...0%65 8, 

85 Sun Life, Canada..... 8, 

86° Union Central «...<.... its 

Si BAWIMOTE: ©. 60:6. oo-0 0 sees %; 

SS BOTRGRire .icccccewsas ys 

SS BOMOCRCIB! ..cccccecuss 7,é 

90 Columbus Mutual..... ‘c 

91 Great Southern....... 7,373, 
92 Imperial, Canada ..... 7,027,894 





93 Security Mutual, N. Y.. 6,887,865 
94 Pranictiin EALE <4 ces os 6,821,407 
95 Home Life, Pa........ 6,739,784 
96 Columbian National... 6,585,680 


Midland Mutual ...... 
98 Northern Life, Wash.. 
99 Ohio National 
Excelsior 


6,417,504 
6,324,164 
5,885,990 
5,850,610 


Penn Mutual Life Quietly 
Marks 95th Year 


When Penn Mutual Life quietly cele- 
brated its 95th anniversary May 25, 
the clerks of the home office had ice 
cream and cake for dessert at luncheon. 
Their own chef baked 181 birthday 
cakes, each decorated with a “95th An- 
niversary” inscription, and one of these 
cakes was placed at each of the em- 
ployes’ tables at both shifts of luncheon 


time. The senior clerk at each table 
cut the cake. The company’s veteran 
secretary, Sydney A. Smith, cut the 


slices in the officers’ dining room. 


The Travelers Club in San Francisco 
held its annual outing May 21. About 
100 attended. 
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Million Dollar 
Group Prepares 
for Roundup 


Denis B. Maduro Principal 
Speaker—Qualifiers 
Already Number 54 


Fifty-four agents already have quali- 
fied for the 1942 edition of the Million 
Dollar Round Table of the National As- 
sociation of Life Underwriters, it is an- 
nounced by Robert P. Burroughs, Na- 
tional Life, Manchester, N. H., chair- 
man, The number includes 22 qualifying 
members, 15 life and qualifying mem- 
bers, and 17 life members. Life mem- 
bership in the group follows three con- 
secutive years of qualification. 

Plans for the 1942 meeting of the 
Round Table, which will be held in con- 
nection with the convention of the Na- 
tional association in Minneapolis Aug. 
24-28, are also made public. Alfred J. 
Ostheimer, III, independent, Philadel- 
phia, is in charge of arrangements for 
the three-day outing which will imme- 
diately precede the convention. Paul 
Dunnavan, Canada Life, Minneapolis, is 
assisting this activity. 


Will Discuss Tax Angles 


The principal speaker at the all-day 
meeting of the Round Table at the Hotel 
Nicollet, Minneapolis, Aug. 24 will be 
Denis B. Maduro, New York attorney, 
who will discuss business insurance and 
the various tax angles which now affect 
business insurance due to recent changes 
in legislation. Mr. Maduro will also 
conduct several informal discussion 
groups at the pre-convention outing. 

Already enrolled members of the 1942 
Round Table include: 

Qualifying members (over $1,000,000 
paid for under the established rules dur- 
Ing any consecutive 12-month period be- 


tween Jan. 1, 1941, and July 1, 1942): C. 
A. Atwood, independent, Champaign, II1.; 
J. Eugene Baker, New York Life, St. 


Louis; Paul B. 


u Banks, Equitable Society 
Philadelphia; e, 


] Robert H. S. Brilliande, 
Occidental Life, Honolulu; John W. 
Brown, Mutual Benefit, Louisville; Lee 
Caswell, George Washington Life, 
Charleston, W. Va.; Edward J. Dore, Mu- 
tual Benefit, Detroit; Raymond W. Frank, 
State Mutual, Chicago; Lewis W. Hall, 
George Washington Life, Charleston, W. 
Va; H. S. Hayes, Shenandoah Life, 
Hampton, Va.; W. Alfred Hayes, Sun of 
Canada, St. Louis; Owen P. Jacobsen, 
New England Mutual, New York; Donald 
E. Leith, New England Mutual, New 
York; David Marx, Jr., Massachusetts Mu- 
tual, Atlanta; J. Renwick Montgomery, 
Phoenix Mutual, Philadelphia; Arthur S. 
Morgenstern, Mutual Benefit, Seattle; 
Reed C. Nelson, Mutual Trust, Cedar 
Rapids; John R. Rhoades, Manufacturers 
Life, Philadelphia; Raymond D. Ross, Jr., 
Prudential, Cincinnati; Frank J. Ruben- 
Stein, Equitable Society, Baltimore; 
Wayne M. Trostle, Massachusetts Mutual, 
Cleveland; Alfred D. Whitaker, Massa- 
chusetts Mutual, Providence. 

Life members (three consecutive years 
of qualification): Paul F. Clark, John 
Hancock Mutual, Boston; Paul W. Cook, 
Mutual Benefit, Chicago; Harry I. Davis, 
Massachusetts Mutual, Atlanta; Arthur 
K. Deutsch, State Mutual, San Francisco; 
William M. Duff, Equitable Society, Pitts- 
burgh; Julius M. Eisendrath, Guardian 
Life, New York; Isaac S. Kibrick, New 
York Life, Brockton, Mass.; Sigourney 
Mellor, independent, Philadelphia; Joseph 
H. Reese, Penn Mutual, Philadelphia; 
Louis G. Rude, Mutual Benefit, Newark, 
N. J.; Caleb R. Smith, Massachusetts Mu- 
tual, Greensboro; Stuart F. Smith, Con- 
necticut General, Philadelphia; J. E. B. 
Sweeney, Equitable Society, Huntington, 
W. Va.; George Stewart, Penn Mutual, 
Philadelphia; Harold L. Taylor, Mutual 
Life of New York, New York; Sam 
Weems, Minnesota Mutual, St. Paul; H. 
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a Vicente ” 
Actuarial Society 








E. W. 


MARSHALL 


Edward W. Marshall, the new vice- 
president of the Actuarial Society of 
America, is vice-president and actuary 
of Provident Mutual Life. 


kk. Wuertenbaecher, 
Louis. 

Life and qualifying members: Daniel 
J. Auslander, Massachusetts Mutual Life, 
New York; W. Lester Brooks, Jefferson 
Standard, Charlotte; Robert P. Bur- 
roughs, National Life, Manchester, N. H.; 
Thomas K. Carpenter, Northwestern Mu- 
tual, New York; John E. Clayton, Massa- 
chusetts Mutual, Newark, N. J.; Lowell 
D. Crandon, New England Mutual, New- 
ark, N. J.; Paul H. Dunnavan, Canada 


Penn Mutual, St. 


Wieese Commitee 
O. K.’s Treasury's 
Estate Tax Plan 


NEW YORK.—The recommendation 
of the Treasury that the $40,000 life in- 
surance estate tax exemption be merged 
into a single $60,000 exemption for all 
estate property would be a psychological 
blow to life insurance men if enacted by 
Congress because it means that life in- 
surance is not distinguished from all 
other property. At present, the existing 
exemption allowable is $80,000 of which 
$40,000 is specifically exempted for life 
insurance. Tentative approval of the 
Treasury proposal by the House ways 
and means committee, however, does not 
mean that further consideration will not 
be given the measure until it is voted 
upon by Congress. 





Senate Committee Will Consider It 


The Senate finance committee will 
consider the proposal before it is acted 
on by the Senate and it also must be ap- 
proved by the House. 

Likewise, the Treasury prevailed upon 
the House ways and means committee 
to reduce the gift tax exemption from 
$40,000 to $30,000. The Treasury had 
desired that the annual exclusion on 
gifts be limited to $5,000 for each donor. 
The committee, however, reduced from 
$40,000 to $30,000 the amount a person 
may give away but set no limit on the 
number of recipients. 








Life, Minneapolis; Maurice Linder, Trav- 
elers, New York; M. M. Matusoff, Mutual 
Benefit, Cleveland; Ben S. McGiveran, 
Northwestern Mutual, Eau Claire; Harry 
Phillips, Jr., Penn Mutual, New York, 
Julas J. Polachek, New England Mutual, 
Pittsburgh; Jacob W. Shoul, Mutual Life 
of New York, Boston; H. C. Stockman, 
New England Mutual, Newark, N. J.; 
Harry TT. Wright, Equitable Society, 
Chicago. 








was Penn 
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birthday. 


were women. 


@ Today—nearly a 
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helping people help 


WILLIAM H. KINGSLEY 
Chairman of the Board 





A PIONEER’S WORK 
IS NEVER DONE 


@ Back in 1847, a group of twenty-seven Phila- 
delphia business men founded this Company, 
with sixty-five policyholders, five of whom 


@ At that time the idea of life insurance was 
in its infancy in Americ: 
of companies who were the pioneers in the 
the business began at once to create and de- 
velop ways by which life insurance could 
help people help themselves. 


Mutual, like the other pioneer companies, is 
still pioneering . . . seeking constantly to find 
rand better way 
institution of life insurance can help meet 
the ever-increasing needs of people... by 


+ ¢t + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Mutual’s Ninety-Fifth 


The small group 


century later — Penn 


s by which the dynamic 


themselves. 


JOHN A. STEVENSON 
President 




















Plans Completed 
for Investment 
Seminar July 13-24 


Courses at Indiana 
University Cover 
Especially Vital Topic 


Arrangements have been com- 
pleted for the Life Officers Investment 
Seminar in Bloomington, Ind., July 13- 
24. The program was worked out by 
the Financial Section of the American 
Life Convention in cooperation with In- 
diana University. 

Harry C. Sauvain of Indiana Univer- 
sity is director of the seminar and Col. 
C. B. Robbins, manager and general 
counsel American Life Convention, is as- 
sociate director. L. R. Dowling, Indi- 
ana University, is secretary, and Miss 
Mildred Hammond, assistant secretary 
American Life Convention, is registrar. 

Mr. Sauvain states that it was decided 
to proceed with the seminar despite the 
difficulties created by war conditions. 
The leaders felt that it was more impor- 
tant than ever to continue the enterpris e 
because of the difficult problems in the 
investment field that exist today. 


Modifications of Rules 


This year a member of the seminar 
may enroll for just one week if he so 
desires and pay $150. Or a company 
may send one man for a week and an- 
other man the second week paying $200 
altogether, which is the cost for one 
member for two weeks. Registrations 
from non-member companies may be ac- 
cepted this year. Applications for reg- 
istration should be addressed to Miss 
Hammond, 230 North Michigan Ave., 
Chicago, and should be accompanied by 
a check for one-half of the price and 
the balance to be paid before July 1. 

The faculty includes Nels A. Bengt- 
son, University of Nebraska; C. L. Ben- 
ner, vice-president Continental Ameri- 
can Life; J. A. DeHaas, Harvard; 
Ernest M. Fisher, American Bankers 
Association; S. E. Leland, University 0: 
Chicago; John S. Linen, vice-president 
Chase National Bank; J. D. McGolder- 
ick, comptroller of the City of New 
York; Marcus Nadler, New York Uni- 
versity; C. A. Phillips, State University 
of Towa, and S. H. Slichter, Harvard. 


now 


Influences of War 


There will be considerable discussion 
of the broader influences of the war on 
investment problems. There will be a 
study of economic developments in the 
several principal regions of the country 
particularly as they are affected by the 
war economy. Another series of lec- 
tures will deal with the problems of in- 
ternational economic relations and a 
study will be made of the relationship 
of business management to labor and the 
government. Part of the curriculum 
concerns the principal types of invest- 
ment securities, municipal, public facili- 
ties, rail and industrial. Several after- 
noons will be dev oted to case studies of 
specific bond issues. A discussion on 
electric utilities will be supplemented by 
a field trip to inspect a utility company. 
There will be a series of lectures on real 
estate mortgage lending and several ses- 
sions on problems of investment policies. 
Evenings are to be devoted to special 
lectures and group discussions. 


Boston Trust Council to Elect 


The annual meeting of the Boston 
Life Insurance & Trust Council will be 
held June 4. John D. Wright, tax con- 
sultant, will discuss “The Revenue Act 
of 1942 and Its Effect on Trusts, Life 
Insurance and Estates.” 
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Canadian Officers 
Elect J. G. Parker 


Bourke Urges Economy 
in Selling Practices in 
Presidential Address 


MONTEBELLO, QUE.—J.G. Parker, 
general manager and actuary Imperial 
Life, was elected president of the Can- 
adian Life Officers Association at its an- 
nual meeting here. 

Pledging life insurance to maximum 
service for an all-out war effort, G. W. 





J. G. 


PARKER 


Bourke, chief actuary Sun Life of Can- 
ada, appealed for maximum economy in 
selling practices, complete elimination of 
peace-time frills and simplification of 
policy plans and services in his presi- 
dential address. 

With 20 percent of Canadian life in- 
surance men now in active military serv- 
ice the business has been critically ex- 
amined to conserve manpower and ma- 
terials. Mr. Bourke declared that life 
insurance will face “cheerfully whatever 
further wartime restrictions may be nec- 
essary. Although not a war industry, it 
is an essential service, one which cannot 
be provided in any other way, one that 
has aroused many a man and woman to 
a realization of their duty to act today 
and not tomorrow.” 


Must Anticipate Future 


“We in the insurance business must 
not only meet the problems of the pres- 
ent, we must anticipate the future. The 
postwar reconstruction period will bring 
with it broad changes in national and in- 
ternational law and economy.” 

In pointing to the trend toward inter- 
nationalism, Mr. Bourke said life insur- 
ance in the United States and Canada 
has developed in a spirit of competition 
between companies enjoying similar ben- 
efits under the law regardless of where 
the companies are domiciled. “Let us 
hope that this situation will continue, 
and that we shall be able to serve the 
public operating under legislation de- 
signed to secure reasonable supervision 
of insurance; and let us oppose any at- 
tempt at ‘exclusive’ legislation involving 
penalties and discrimination.” 

“Life insurance companies,’ Mr. 

3ourke concluded, “are simply groups of 
thrifty and prudent citizens who have 
co-operated for their own protection and 
for the protection of their beneficiaries. 
It should be made clear to the people 
that the life companies are their com- 
panies. Any interference beyond that 
which is necessary under an insurance 
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Vetoes Bill Barring 
Bank Agencies 


in New York 


NEW YORK—The bill which would 
have prohibited national banks from 
acting as life insurance agents was 
among the measures vetoed by Governor 
Lehman before the expiration of the 
30-day period following the legislature’s 
adjournment. Bills passed during the 
session’s final 10 days automatically die 
unless signed by the governor within 30 
days after adjournment. 

The bill did not mention national 
banks but would have prohibited issu- 
ance of life agent’s licenses to any cor- 
poration not engaged full time in the 
insurance business, with the exception 
of real estate agencies. 


Vetoes Demo Bill 


The governor also vetoed a revised 

version of the Demo bill which he ve- 
toed during the session. The earlier bill 
would have required life companies to 
send duplicate premium receipts to as- 
signees of life insurance policies. The 
second bill would have limited the re- 
quirement to cases where the assignee 
had specifically requested that receipts 
be sent. 
_ The governor approved a bill permit- 
ting fire companies to buy from banks 
loans made on assigned life policies. 
This law is not believed to indicate any 
trend toward opening up a market for 
life insurance policy loans among fire 
companies. It was apparently passed 
to take care of a certain bank that had 
an opportunity to rediscount some of its 
policy loans with a fire company. 


Fidelity Mutual's Plan 
for Home Office Men 
Entering the Service 


The Fidelity Mutual Life has rati- 
fied the following policy in connection 
with head office employes entering the 
armed forces. 

1. Head office employes who have 
been or will be drafted and who have 
enlisted or will enlist, may be assured 
that a position, at approximately their 
salary at the time of leaving service, 
will be open to them upon their return 
within three months of their honorable 
discharge from U. S. service, provided 
they are still qualified to perform the 
duties of such position. 

2. In case of such resumption of 
duties their record of service shall be 
deemed continuous. 

3. In case of entry into the armed 
forces, under the conditions recited 
above, the following monetary allow- 
ances will be made: 

Pro rata bonus for the quarter up to 
the date of leaving the service, on the 
scale in effect at date of leaving, to- 
gether with one month’s salary and pro 
rata bonus for that month and salary 
and proportional bonus for any un- 
taken vacation period of the year. 

4. Fidelity Mutual insurance held at 
employe rates may be continued on the 
net basis with premiums paid by the 
insured. 





Claim Men to Meet in Chicago 


The annual meeting of the Interna- 
tional Claim Association will be held 
at the Edgewater Beach Hotel, Chi- 
cago, Sept. 14-15, it was announced 
this week by L. L. Graham, Business 
Men’s Assurance, secretary of the asso- 
ciation. The meeting has been short- 
ened from the usual three days and 
will be strictly a business session, with 
all frills eliminated. 








law, such as is ours today, would unduly 
obstruct the rights of those people. The 
only criterion which, should be allowed 
to govern is the efficiency with which 
the benefits of life insurance can be of- 
fered to the public and continuously ad- 
ministered.” 


Effect of Gas 
Rationing on 
Debit Men Studied 


By RALPH E. RICHMAN 


BOSTON—Industrial life insurance 
agents in New England, almost without 
exception, got B-3 gasoline rationing 
cards. That means they can use a 
maximum of 57 gallons between May 
15 and July 1. Where an agent covers 
a debit in a large city, he may be able 
to get along with the 57 gallons ration. 
Among the industrial companies and the 
industrial office managers, there is no 
evidence of any effort to encourage men 
on city debits to go after a greater 
amount of gasoline. 

With men covering debits in the coun- 
try districts, it is different. In the rural 
territories in almost any part of New 
England, many of the men have debits 
which require far more than 57 gallons 
of gasoline during the rationing period. 
It is understood that some of the ration- 
ing boards have already indicated to 
these men that they will be granted an 
additional B-3 card, or possibly even 
more if that is essential to the earning 
of their salaries. However, the practice 


seems to be that of requiring the agent 
to come forward each time he might 
need a new card and definitely show that 
need. 


Certification by Manager 


Where a local rationing board requires 
a statement from the employer on the 
gasoline requirement for business use, 
the industrial life companies are not 
certifying mileage from their home 
office. The home offices are not in pos- 
session of that intimate knowledge of 
the character of the debits necessary to 
determine the amount of gasoline which 
might be needed to make all the calls 
regularly. Whenever gasoline use must 
be certified through the employer, then 
the manager of the local office will be 
called upon to furnish that information 
to the local rationing board. 

So far as known, none of the indus- 
trial life insurance men got an X card, 
That is the card calling for an unlimited 
supply of gasoline. 

Nearly all life insurance men, in both 
ordinary and industrial offices, got B-3 
cards and some ordinary men, too, have 
been told that they might obtain addi- 
tional cards if necessity for use of the 
gasoline is shown. No uniform ruling 
applying to insurance men has _ been 
made but local boards seem to have 
accepted an insurance agent’s occupation 
as evidence of the need for a B-3 card. 










and unaccrued interest. 


dressed, “Dear Bill.” 


Home Office contract. 


SO THE PRESIDENT SEZ, "LET'S 
GO TO THE BALL GAME, BILL" 


as accessible as the private bamboo room of Hirohito. 


But today Bill’s a big shot in his own bailiwick. He 
knows everybody in town, has a Franklin direct-with- 
the-Home Office General Agency contract, owns his 
own home, and gets letters from the President ad- 


If you yearn for prestige and good earnings in your 
home community, and have what it takes to be your 
own boss, inquire about the Franklin direct-with-the- 
And one of these days the 
President will be calling you by your first name. 


To Bill Quirk life insurance 
company presidents were 
guys you read about in the 
papers, who were guarded 
by a dozen secretaries and 
three outer offices, and who 
intoxicated themselves on 
the thrills of ledger assets 
And their offices were about 
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CHAS. E. BECKER, PRESIDENT 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


Insurance in Force Exceeds $230,000,000.00 
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Treats Legal Aspects of 
Juvenile Insurance 


C. L. Peterson, counsel of Ohio 
State Life, in addressing the Cincin- 
nati C.L.U. chapter recently, gave 
some interesting observations on the 
legal aspects of juvenile insurance. In 
the early days of juvenile ordinary in- 
surance he recalled that companies is- 
sued adult forms based on applications 
signed by the minors, parents or by 
both, This raised such questions as 
who could borrow from the policy, who 
could surrender it, who could assign it, 
who could name a beneficiary and who 
actually owned the policy? 

The juvenile policies of Ohio State 
now provide that the adult applicants, 
if living, otherwise the contingent ap- 
plicant, if living, control the. policy un- 
til assured is of age. If both appli- 
cants die, then until insured has 
attained majority, his guardian has 
control. 


Contingent Applicant 


A juvenile policy should always desig- 
nate a contingent applicant because if 
applicant dies before the insured has 
become of age, a guardian for the in- 
sured might be necessary. 

In Ohio a minor over 15 years of 
age may apply for insurance on his 
own life. Although the minor may 
make a loan on the policy or surrender 
it any note he may give in payment of 
the premium is voidable by him. If a 
minor is insured and the premiums are 
paid out of the minor’s estate, the in- 
surer must deal with his guardian or 
trustee even though he is over 15 years 
of age. Ohio permits a guardian or 
trustee to invest his ward’s money in 
life insurance or annuities which must 
be payable to the ward or his estate. 

Mr. Peterson expressed the opinion 
that these laws should permit exemption 
of a certain amount of such life insur- 
ance from state inheritance and estate 
taxes, or better yet they should permit 
the guardian or trustee to name as 
beneficiary the insured’s mother, father, 
husband, ‘wife or child. Such a provi- 
sion would permit insurers to pay pro- 
ceeds direct to the beneficiary, it would 
give the proceeds the benefit of life in- 
surance death tax exemption and would 
avoid delay and expense incident to 
their payment. 

If a father, mother or other relative 


Union Central shinee to 
Dismiss Schaefer's Suit 


CINCINNATI—A motion has been 
filed in the federal court at Cincinnati 
to dismiss the suit of John J. Schaefer, 
a policyholder, against the mutualization 
of Union Central Life on the ground of 
lack of jurisdiction. The jurisdiction of 
the federal court in such a case depends 
on the amount in controversy exceeding 
$3,000. An affidavit was filed with the 
motion, showing that Schaefer’s interest 
amounts to .011513 percent of the total 
reserves. Applying this percentage to 
the $3,125,000 proposed to be paid for 
the stock, and the stockholders’ dividends 
in question, the affidavit calculates his 
interest involved at $434.62. Attorneys 
tor the company are Dinsmore, Shohl, 
Sawyer & Dinsmore. 





Murray Watt Special Counsel 


NEW YORK—tThe appointment of 
Murray L. Watt as special counsel of the 
New York department is announced. 
His main duty will be to direct the plac- 
ing of insurance on state properties under 
the war damage act. His services will be 
available to all officials charged with the 
care of state properties. 

Previously Mr. Watt was of counsel 
to the joint legislative i insurance commit- 
tee and had charge of the investigation 
into the availability of common stocks as 
investments for fiduciary institutions. 


desires to use his or her own money 
to insure a minor, the applicant may 
name anyone as beneficiary who has 
an insurable interest. 

Under present Treasury regulations, 
if the applicant pays the premium out 
of his own fund, then, if insured dies, 
the proceeds will not be subject to 
Ohio inheritance or federal estate 
taxes. 

However, if applicant predeceases the 
insured, the cash value of the policy 
at applicant’s death may be a part of 
applicant’s gross estate. 

A minor over 15 years of age has no 
right to receive as beneficiary the pro- 
ceeds of a policy on another person’s 
life without the appointment of a guar- 
dian or trustee. If the proceeds are to 
be paid to a trustee there should al- 
ways be a written trust agreement be- 
tween insured and the trustee for the 
benefit of the child. Mr. Peterson ex- 
pressed the belief that a person named 
as trustee has no right to hold or even 
to receive the other person’s money if 
there is no trust agreement. 

Each agent has his own ideas as to 
how a_ settlement option agreement 
should be set up and almost all of the 
clients of any one particular agent will 
have practically the same setup, Mr. 
Peterson said. Hence the agent must 
be diligent in obtaining all of the facts 
and be very careful in disposing of the 
man’s estate. 


Children as Beneficiaries 


In the naming of children as_bene- 
ficiaries, as a class, frequently com- 
panies run into per capita and per 
stirpes designation. When an attempt 
is made to make settlement option 
agreements involving the designation of 
children and grandchildren as a class 
the question is encountered of what 
persons are included in that designa- 
tion. Does it include adopted children, 
illegitimate children, designated heirs, 
after born children, grandchildren or 
children of different marriages of the 
insured? Does a child born after the 
execution of a settlement option agree- 
ment (especially if born to a _ subse- 
quent marriage) come within the desig- 
nation of children as a class? 

The speaker’s final injunction was to 
wil the settlement options simple. 


Chieu eesti Suits 
Come to Life Again 


The so-called Chicago surplus suits 
that were thrown out of federal court 
have now been brought in the Cook 
county circuit court by Attorneys Sol 
Andrews, David Caplon, and Maurice 
Davis. They are pursuing the notion 
that a policyholder in a mutual com- 
pany owns a pro rata share of the sur- 
plus and they are claiming these shares 
in behalf of lapsed policyholders, The 
suits are against 17 of the big mutual 
companies. 


Would Require Men in 
Service to Carry $10,000 


The Senate military committee has 
written into pending legislation a re- 
quirement that each man in the service 
be compelled to carry $10,000 of Na- 
tional Service Life Insurance. The in- 
sured would pay $3.50 per month and 
the government the remainder. 





Treats Use of Policy Options 

NEW YORK—tThe use of policy op- 
tions for the benefit of dependents is 
discussed in the current article in “Bar- 
ron’s” life insurance series. The article 
takes up various ways of applying the 
options to individual cases. 



















































































Shes Not “Brholden” 


“Aunt Emily” 
community. 


is the good angel of her 


When troubles beset the good townsfolk 
they find her’s to be a broad and sympathetic 
shoulder on which to weep. Even of disposi- 
tion, generous and radiating an optimism 
reflective of her security and happiness, she 
is, indeed, to be envied. 


The secret of “Aunt Emily’s” 
chronic smile is her independence. 
She has to look to no one for those 
things she needs in life. Her late 
husband saw to that by creating an 
income for her through his life insur- 
ance. 


It is true that the agent was persuasive, if 
not actually persistent, but he has earned 
the gratitude of a little old lady who grows 
flowers in HER OWN GARDEN. 











Ged) rudential 
Insurance Y Company of America 


Home Office, NEWARK, N. J. 
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Advertising Firm’s Survey Discloses That 
Service and Safety Are the Chief Factors 





Buyers of life insurance make their 
purchases more on the basis of service 
than on friendship, and only a small 
percentage of them take into considera- 
tion the question of reciprocity when 
they come to buy, according to a survey 
recently conducted through the offices 
of Tracy-Locke-Dawson, Inc., national 
advertising firm. 

To the question, “From whom, and 
for what help, do you seek expert ad- 
vice?” 56.3 percent responded “serv- 
ice,” 29.2 percent “friendship,” and 4.5 
percent “reciprocity.” While not all of 
those to whom questionnaires were sub- 
mitted answered all seven of the ques- 
tions, all of them answered this particu- 
lar question. 

Facts Revealed by Survey 

The survey disclosed several highly 
significant facts about buyers and their 
buying. Among them are these: Peo- 
ple buy life insurance because it is safe, 
sound. Buyers rate financial strength 
and able counsel first. Ordinary life is 
the favorite policy. Many would like 
their programs analyzed. Old policy- 
holders are still the best source of new 
business. Good advertising can im- 
prove the selling picture. 

A number of unsolicited replies ac- 
companied returned questionnaires, and 
many of these were very enlightening 
in their revelations of the experience 
and views of buyers on agent and com- 
pany practices. 

Raymond P. Locke, who directed the 
survey, and J. B. Taylor, who compiled 
the results of the research, presented 
facts from the survey at a recent meet- 
ing of the Dallas chapter of the C. L. 
U. Ben H. Williams, now director of 
training, Mutual Life of New York, 
was instrumental in having the adver- 
tising agency make the study. 

In his talk, Mr. Locke observed that 
“life insurance is the most wonderful 
product any salesman ever had to sell. 
Despite all efforts to befuddle and con- 
ceal the sales appeal of life insurance, 
the product is so good such efforts have 
only partially succeeded. If the people 
ever learn the truth of how really good 
life insurance is, no hard selling will be 
required.” He also made the observa- 
tion that enough of the right kind of 
advertising can change the insurance 
selling picture. 


Breakdown of Ownership 


The insurance owned by those cov- 
ered in the survey averages $31,000, 
ownership being divided as follows: 24.9 
percent, over $50,000; 20.4 percent, $30,- 
000 to $50,000; 16.4 percent, $20,000 to 
$30,000; 11.6 percent, $15,000 to $20,000: 
16.4 per cent, $10,000 to $15,000; 7.9 per- 
cent, $5,000 to $10,000, and 2.4 percent 
under $5,000. 

The seven questions asked each were 
divided into several parts. 

To the question, “On what do you 
base your selection of companies?” 42.6 
percent indicated financial strength as 
their first choice and 33.2 percent the 
agent’s capacity for counsel and service. 
The question listed six items for check- 
ing: Mutual company, stock company, 
financial strength, Best’s rating, unique 
features of policy, and agent’s capacity 
for counsel and service. ; 


Ordinary Life Is Big Choice 


The second question covered choice 
of policies, and 77.3 percent said ordi- 
nary life was their first preference. Of 
the remainder 7.9 percent indicated thev 
purchased life insurance for investment, 
5.6 percent for retirement income, 1.1 
percent for protection against debts, .57 
percent as a hedge against inheritance 
taxes, and 1.6 percent for educational or 
other endowment purposes. 


Asked whether they granted inter- 
views to all agents who called on them, 
44 percent said they did and 56 percent 
said they did not. 

Confining their life insurance pur- 
chases to one or two agents is done by 
63.2 percent. Asked whether they pre- 
fer to deal with brokers, 80.5 percent 
said no and 21 percent said yes. The 
majority, 89.5 percent, prefer to deal 
with direct company representatives. 

“Do you feel your insurance program 
as at present arranged is as perfectly 
designed and well ordered as you would 
like it to be?’ Of the 93 percent re- 
sponding to this question, 57.6 percent 
replied in the affirmative. Subques- 
tions under this general query brought 
the response that 60.8 percent feel their 
present insurance is adequate, and 82.2 
percent feel their program is balanced 
to satisfy various contingencies peculiar 
to their particular responsibilities. 


Obligations of Many Change 


Asked whether their obligation is the 
same now as when their beneficiaries 
were originally named, 53.7 percent re- 
plied in the affirmative; 78.5 percent in- 
dicated they feel that the modes of pay- 
ment, as originally provided, are now 
wise and satisfactory under present con- 
ditions. 

“Do you believe life insurance pro- 
gramming should be scientific?” This 
question was answered in the affirma- 
tive by 99.5 percent, indicating the 
weight of public opinion in behalf of 
the scientific approach to life insurance 
programming. One subquestion asked 
whether they had ever submitted their 
program to a thorough diagnosis, 68 


percent indicated they had. However, 
another subquestion asked whether they 
would welcome such an examination 
without obligation, and 46.7 percent in- 
dicated they would. 

Asked what they thought the designa- 
tion “CLU” meant, 6.7 percent said they 
thought it meant Chartered Life Under- 
writer; 21.3 percent thought it was “cer- 
tified’; 2.7 percent believed it meant 
“college,” and 69.3 percent said they 
did not know. 


Voluntary Comments Are Enlightening 


Several of the replies that accom- 
panied the questionnaires indicated a 
close grasp of insurance problems. One 
wrote: 

“There are two things which burn 
me most. One is the insurance com- 
pany that sends over an inexperienced 
boy with a rate book to talk about my 
financial future, and the other is the 
company that lets you buy a policy from 
an agent who subsequently quits his 
job, then the policy becomes a ‘house 
account’ and is literally an orphan as 
far as service is concerned. I had the 
experience of having one such policy. 
After the agent quit, three years passed 
before anyone from the company called 
on me and then only because I asked 
them to, since I was buying more insur- 
ance and wanted them to figure. 

“IT think insurance companies are 
missing their best bet in failing to so- 
licit their current policyholders for in- 
creasing business. I think they have 
also missed the boat in their advertis- 
ing. There is a tremendous educational 
job to be done, and they have been too 
shortsighted to do it. Had the insur- 
ance companies more merchandised their 
products, probably there would have 
been no need of the social security 
aws.” 

Another buyer pointed out that when 
discussing the purchase of life insurance 
he is interested only in what the policy 


will do for him, and in technical aspects 
only insofar as they answer this pri- 
mary question. Yet usually the agent 
becomes involved in a technical discus- 
sion of the policy, and the buyer and 
agent remain “poles apart.” 


“People Buy Ideas” 


“Don’t you think that people buy 
ideas, and if you sell an idea, the com- 
modity, whether it be insurance, a house, 
or a hat, will take care of itself?” 

Another buyer expressed considerable 
anxiety over current conditions and their 
effect on his life insurance. He pur- 
chased most of his with the hope of 
having an ample retirement income so 
that he could quit business before he 
“cracked up altogether. Now I am be- 
ginning to have grave doubts as to 
whether or not my retirement income 
policies will be worth anything in 10 
or 15 years. If you get any answers 
from your.research job to this thought 
that is in my mind, I would appreciate 
having the truth.” 

One buyer wrote that in the purchase 
of the first or second policy the individ- 
ual is apt to favor a friend, but as he 
gets deeper into this program he tries 
to learn more about insurance and just 
what it will do for him. He then be- 
gins to select his agent on the basis of 
general knowledge of life insurance, 

One of the notable characteristics of 
these replies was their strong conviction 
of the value of life insurance. 





Federal Life Assets 
at Dec. 31 $18,774,031 


Due to a typographical error, the as- 
sets of Federal Life as of Dec. 31, 1941, 
were stated to be $8,774,031 instead of 
$18,774,031, which is the correct figure, 
in the article referring to the report of 
a convention examination. The error 
was Obvious to those who are familiar 
with the standing of Federal Life. 






















Ralph R. Lounsbury, President 
W. J. Sieger, V. P. & Supt. of Agencies 


There is a Bankers National 
policy to fit every need which, 
coupled with a friendly, efficient 
agency department, assures suc- 
cess. If you can measure up te 
the high standards of this com- 
pany, we will be glad to discuss 
the possibilities of an agency 
connection for your territory. 


NATIONAL LIFE 


Insurance Company .... . Montclair, N. J. 
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Brogan Is Elected 
Michigan State 
President 


Many Interesting Features 
Draw Large Attendance 
at Bay City 


BAY CITY, MICH.—Harold C. 
Brogan, Ohio National, Lansing, was 
elected president of the Michigan State 
Association of Life Underwriters at the 
succeeding H. L. 
Kalamazoo. 


here, 


annual meeting 
Equitable 


Society, 


Harvey, 

















HAROLD C, BROGAN 


Mr. Brogan for four years was vice- 
president and last year was first vice- 


president. 
Other officers elected are: J. L. Liv- 


ingston, Franklin, Grand Rapids; H. L. 
Harvey, Charles Milner, Great-West 
Flint, and Humphrey Marshall, Metro- 


politan, Detroit, vice-presidents, and H. 
B. Thompson, Detroit insurance attor- 
ney, reelected secretary-treasurer of the 
latter, also is secretary-counsel of the 
Detroit managers. 

The program was geared to war-time 
economy. A _ resolution addressed to 
the Congress and the ways and means 
committee of the House was adopted 
unanimously, requesting favorable con- 
sideration for the National Association 
of Life Underw riters’ proposal to allow 
life insurance premiums paid to be de- 
ducted) from income for income tax 
purposes, as has been done successfully 
in England for many years. 


Gist of Resolution Adopted 


_ The resolution points out the nation 
is confronted by four major problems, 
to put a brake on inflation, provide 
against post-war deflation, sell govern- 
ment obligations to finance the war, 
and protect the families against eco- 
nomic disaster. These aims, the reso- 
lution states, can be greatly furthered 
by adoption of this proposal, which is 
of interest to 69,000,000 American pol- 
icyholders. 

Walter Ruterbusch, president Bay 
City association, general convention 
chairman, opened the session, He in- 
troduced President H. L. Harvey, who 
presided. President Harvey reported 
the association has concentrated on de- 
velopment of the insurance department, 
aiding in securing a separate life divi- 
sion, more examiners and greatly in- 
creased appropriations. Dr. John Find- 
layson, Ann Arbor, did yeoman service 
in developing an extension course in 
life insurance through University of 


Michigan, which was set to go when 
the war postponed it. 

Mr. Harvey paid tribute to the edu- 
cational work carried on by the De- 
troit C.L.U. chapter. He mentioned 
the increased interest in association ac- 
tivities by weekly premium agents and 
referred to the fine work done by 
Michigan agents in selling war bonds. 
The Benton Harbor-St. Joseph associa- 
tion again has affiliated with the state 
association, he said, and the Flint and 
Jackson associations have substantially 
increased membership this year. He 
praised the legislative work of H. B. 
Thompson. 

Mr. Thompson offered the premium- 
deduction resolution with the statement 
it was approved by the board and the 
state council, E. P. Balkema, Detroit, 
nominating committee chairman, pre- 
sented the slate. The invitation of the 
Pontiac association to entertain the 
1943 convention was accepted. 

Mr, Thompson said there were five 
sessions of the state legislature in the 
last two years, during which 41 meas- 
ures and amendments favorably affect- 
ing policyholders were passed and 
others which would have had an ad- 
verse effect were killed. The legisla- 
ture showed more understanding of the 
policyholders’ problems and interests 
than in any previous years. 

(CONTINUED ON PAGE 12) 
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N. W. Mutual Calls 
Off Annual Meet 


MILWAUKEE—Following a meet- 
ing of officers of the Northwestern 
Mutual Life Association of Agents, Presi- 
dent T. A. Lauer of Joliet, Ill, an- 
nounced cancellation of the annual meet- 
ing which was scheduled to be held in 
Milwaukee on July 20-22. Limitation 
on private travel facilities and increased 
burden on public carrier systems be- 
cause of the war led to the decision to 
eliminate the 1942 meeting, the first 
time in the association’s long history 
that an annual meeting has been called 
off. 

For the duration of the war the pres- 
ent officers and committee members of 
the Association of Agents will continue 
to carry on their duties. Producers who 
achieved company and association hon- 
ors during the past agents’ year will 
receive recognition in a special edition 
of “Field Notes,’ monthly agents’ pub- 
lication. Certificates, awards ~and honor 
buttons will be presented the various 
winners by their respective general 
agents. After the war a Victory meet- 
ing will be held at which the usual 
tribute will be paid the leaders in the 
various production classifications. 


Trend of Sales in 
Canada Is Downward 


New ordinary life sales in Canada and 
Newfoundland increased 2 percent in 
April over the same month a year ago, 
amounting to $36,232,000, according to 
the Sales Research Bureau. The gain in 
March was 6 percent and the gain for 
the first quarter was 27 percent. The 
ratio of gain accordingly seems to be 
declining and unless there is a reversal 
of the trend, minus signs are likely soon 
to appear. 


Announce Newark Slate 


The nominating committee of the 
Newark C. L. U. chapter has reported 
the following slate to be voted on at 
the annual meeting June 5: President, 
Howard C. Lawrence, Lincoln National 
Life; vice-president, Frank A. Williams, 
Mutual Life of New York; secretary- 
treasurer, Emanuel L. Belkin, Pruden- 
tial; executive committee, LeRoy White- 
law, Prudential; Harper Dowell, New 
England Mutual; Paul H. Mon, Metro- 
politan Life; V. G. Perrine, Jr., Mutual 
Benefit Life, and Albert J. Schick, Pru- 
dential. The meeting will be held in 
connection with the sales congress of 
the New Jersey Association of Life Un- 
derwriters. 
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PILOT AGENTS WINNING VICTORIES 
ON “PRODUCTION FRONTS” 


Pilot agents are winning battles daily on the 


“Production Fronts”. 


Equipped with excellent training, liberal contracts, 
low cost policies, a complete supply of modern sales tools, 
and supported constantly by 100% cooperation from the 
home office, Pilot men are able to outflank and out- 
maneuver the enemies which attack the average agent— 
small production, poor persistency, and low earnings. 


Pilot men are making money. There must be a reason 


PILOT LIFE 
INSURANCE COMPANY 


GREENSBORO, N. C. 


Emry C. Green, President 
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Busily Planning to 
Enter Agency Field 


Sterling of Chicago Has 
Made Much Success as 
Direct Writer 


L. A. Breskin, president of the Sterl- 
ing of Chicago, is now busily engaged 
in planning for an agency department. 
The company so far has relied on the 
radio and direct mail advertising for 
health and accident insurance, limiting 
its policies to those in the lower de- 
nomination. Last vear the Sterling took 
in premiums $1,450,928 as compared 
with $837,738 the previous vear. Its 
claim ratio last year was 22.8 percent. 
It has $200,000 capital and $241,570 
policyholders surplus. Its assets are 
$761,817. Its premium reserve amounts 
to $356,591. With $200,000 capital the 
company is authorized to write life in- 
surance as well as accident and health. 
It has experimented to a certain extent 
in life insurance with the family group 
policy but has retired from that field. 
Seeking Agency Man 


As soon as a man can be secured to 
head the agency department the ma- 
chinery will be set in motion to appoint 


agents in Illinois and adjacent states. 
President Breskin believes in intensive 
cultivation and therefore in the early 


days the agency work will be confined 
to four or five states. He asserts that 
the great source of disability insurance 
is in the masses. He. has experimented 
sufficiently by coming in direct contact 
with the people to diagnose their needs 
and ascertain about what they can 
afford to buy in the way of protection. 
He has studied other mass production 
industries to analyze their methods and 
the policy they follow. With the radio 
and direct mail inquiries the Sterling 
has thousands of leads that it can give 
agents. 


Mr. Breskin’s Career 


President Breskin believes that a com- 
bination life, accident and health policy 
can be written at a reasonable cost giv- 
ing sufficient protection to tide over im- 
mediate needs. He is now developing 
his production plan. As soon as he se- 
cures someone to head the agency de- 
partment he will be ready to set the 
machinery in motion. Mr. Breskin has 
made a success of his company and 
reached the conclusion that the time had 
arrived for him to extend its activities. 

He was formerly a clerk in the Lib- 
erty National Bank of Chicago and then 
became assistant cashier. One day the 
chairman of the board told him that he 
had been granted a $25 a month salary 
increase but that would be all for a long 
time to come. That made his salary 
$3,200. Mr. Breskin began thinking of 
the future and felt that he was stymied 
so far as progress was concerned. He 
returned to the bank the next day and 
resigned, 


Successful Personal Producer 


Then he went into the life insurance 
business becoming connected with the 
Kellogg agency of the Equitable Life of 
New York, which is now the Reno or- 
ganization. Immediately he became a 
success as a personal production man 
and his compensation the first year in 
the business ran to $17,000. Later he 
became assistant manager. A friend of 
his talked to him about the possibilities 
of mail order business from an insurance 
standpoint. Mr. Breskin put in $500 and 
his partner $500. That was the begin- 
ning of the Sterling. It relied entirely 
on mailing lists until it supplemented 
this work through radio advertising. In 
fact, Mr. Breskin arranged for broad- 
casting from 17 different stations in the 
country. He discovered that people buy- 
ing insurance over the radio are not 
particularly interested in anything that 
costs over $10. Therefore, the Sterling 
has confined itself to low priced policies. 


in Insurance Business 














EK. E. BRILL 

- 

ST. LOUIS—Emil E. Brill, vice- 
president General American Life, June 
7 will complete 30 years’ service in the 
life insurance business. He started 
checking insurance premium receipt no- 
tices rather than attending graduation 
exercises of his high school class. He 
was successively agency accountant, 
agency correspondent and assistant au- 
ditor, 

He then studied law at night, first 
at the Benton School of Law and later 
at St. Louis University, then at City 
College of Law & Finance, where he 
won the LL.B. and LL.M. degree. 
Also Practiced Law 

In 1923, he resigned as assistant au- 
ditor of a St. Louis company to engage 


in the practice of law in association 
with Charles G. Revelle, a former judge 


of the Missouri supreme court and 
former Missouri insurance  superin- 
tendent. He specialized in insurance 


law, acting as local counsel for a num- 
ber of companies. 

In 1927 he returned actively to life 
insurance as counsel for his old com- 
pany. A year later was elected assist- 
ant vice-president. In 1933, he became 
vice-president, group department, Gen- 
eral American Life. In 1936 he was 
elected a vice-president. During the 
last 14 years he has specialized in 
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for the Rural Agent 


Conditions of the Times 
Have Created Prospects 
Who Can Buy 


By J. O. CARTWRIGHT 


Circulation Manager The National 
Underwriter 


This writer supervises two farms of 
which he is joint owner. He was born and 
reared on a farm. For many years he was 
cashier of a bank in a rural community. 
He keeps in close touch with agricultural 
and village activities. 

With few exceptions no life company 
has consistently canvassed the rural 
districts. That business can be written 
there is proven by the fact that one com- 
pany operating almost exclusively 
among farmers has regularly increased 
its insurance in force $1,000,000 a month 
since its organization, Not for many 
vears has the farmer received as good 
prices for his product as he gets today. 
Take hogs for instance; the five-year 
average 1935-1939 was $8.90 a hundred, 
today the top price in Chicago and other 
midwest markets is in excess of $14. 
Owing to their oil content there is a 
great demand for soy beans and many 
farmers are turning to them as a prin- 
cipal crop. The current quoted price is 
almost 100 percent above the five year 
average. The high price of feed may 
limit the percent of profit for the dairy 
farmer, nevertheless prices of all dairy 
products show a marked increase over 
those of one year ago. 

Greater Buying Power 

3v and large, therefore, the farmer 
has greater buying power now than he 
has had for some years. The time ap- 
pears to be ripe for life agents to can- 
vass the country districts intensively. 
The approach to the farmer should be 
simple and direct; the agent should 
know his prospect's financial condition, 
all about his family and his particular 
needs before a visit is made. In no 
other vocation is a wife so nearly an 
equal partner and so thoroughly ac- 


group insurance. His prominence in 
this field was recognized recently when 
he was made chairman of the group 
casualty insurance section of the Group 
Association. 
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quainted with their business affairs as 
in farming. She should be present 
when the agent makes his arguments, 
Technical terms should be avoided inso- 
far as possible. 

The increased buying power of the 
farmer and restricted use of automobiles 
thus has increased business for the rural 
merchant. His sales are much larger 
than a few months ago. Inspection of 
rural villages will convince the visitor 


that the country storekeeper has 
changed in the last several years. He 
has found, to maintain his trade, his 
store must be clean and inviting. He 


has developed into a keen business man 
and no longer operates in a haphazard 
manner. 

Another prospect in rural communi- 
ties contiguous to war working plants 
is the factory employe who often lives 
as far as 20 miles from his work. These 
men are mostly young and are probably 
receiving higher pay than ever before. 
There is no indication that the purchas- 
ing power of anyone in the three classes 
of prospects will decrease during the 
duration of the war. Many times when 
addressing agent bodies speakers have 
admonished their hearers to limit their 
prospects list to those who are able to 
pay for insurance. Surely then the time 
is ripe for the rural agent to take ad- 
vantage of his opportunities and to put 
forth his utmost exertion in getting 
business while the getting is good. 





Honor Mutual Benefit Veterans 


At a dinner at the home office of Mu- 
tual Benefit Life, last week, marking the 
20th anniversary of the Veterans Club, 
gold and diamond pendants were pre- 
sented to 13 Mutual Benefit men who 
have completed 50 vears or more with 
the company. Seven of them still are 
active. President John R. Hardin made 
the presentation. W. A. Curtin, club 
president, was toastmaster. 

Active members who received the 50- 
year pendants include vice-president E. 
E, Rhoades: C. E. Brewer, assistant sec- 
retary; R. C. Thomson, assistant treas- 
urer; Dayton Kk. Price, assistant math- 
ematician; E. D. Burnett, new business 
department; N. P. Gardner, renewal de- 
partment, and J. T. Van Doren, cashier. 


Register for N. A. L. U. Parley 

MINNEAPOLIS—Advance registra- 
tions for the annual convention of the 
National Association of Lite Under- 
writers here the last week in August 
are coming in nicely and the local com- 
mittee on arrangements is expecting a 
large attendance. The committee 1s 
proceeding with its plans regardless of 
any transportation difficulties that may 
develop. 


nniversary 
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Oppose Tax Change 


in Wisconsin 


Zimmer Elected State 
President at Annual 
Rally in Racine 


NEW OFFICERS ELECTED 

President—Peter C. Zimmer, Pru- 
dential, Oshkosh. 

First vice-president—Paul A. 
Schuette, Jr., Northwestern Mutual 
Life, Manitowoc. 

Second vice-president — Joseph F. 
Hinkes, Bankers Life, Ia., Milwaukee. 

Secretary—Harry W. Bruegger, 
Aetna Life, Oshkosh. 

Treasurer—Edgar N, Clough, New 
York Life. Green Bay. 


By CHARLES D. SPENCER 


RACINE, WIS.—Peter C. Zimmer, 
Prudential, Oshkosh, was elected presi- 
dent of the Wisconsin Association of 
Life Underwriters at its annual meet- 


ing here. A comprehensive resolution 
presented by A. J. Nussbaum, Massa- 
chusetts Mutual, Milwaukee, was 


adopted opposing a change in the $40,- 
000 tax exemption on life insurance 
proceeds. It was held that there is no 
more reason to tax life insurance pro- 
ceeds than fire insurance loss payments 
and that $40,000 life insurance only pro- 
vides a moderate income for the bene- 
ficiary. It is important that life insur- 
ance purchases be encouraged at the 
present time to help curtail inflation 
and the proposed $60,000 exemption for 
all estate property, including life in- 
surance, woud act as a sales deterrent, 
it was stated. 


Wheeler Gives Report 


President Earl E. Wheeler, Mutual 
Benefit, Madison, outlined the Ss 
tion’s progress and J. F. Hinkes, Bank- 
ers Life, Ia., Milwaukee, secretary, and 
Edgar N. Clough, New York Life, 
Green Bay, treasurer, presented their 
reports. Robert L. Hesse, Lincoln 
National, Madison, presented the reso- 
lutions, calling on Mr. Nussbaum to ex- 
plain the tax situation. 

Harry W. Bruegger, Aetna Life, Osh- 
kosh, invited the state body to meet in 
his city in 1943 as guests of the Fox 
River Valley association. 

_Directors for the coming year will be 
E. E. Wheeler, Mutual Benefit, Madi- 
son, retiring president; W. A. Garness, 
Bankers Life, Ia., Eau Claire; Alfred 
K. Perego, Wisconsin National, Mil- 
waukee; E. C. Green, Metropolitan, Mil- 
waukee; Alfred Korbel, Central Life, 
Ja., Milwaukee; H. C. Myhre, Old Line 
Life, Janesville; Frank ‘Neu, National 
Guardian, Green Bay; H. M. i 
Racine; B. A. Bradley, Wausau; J. 
Sell, Mutual Life, N. Y., 7s ie 
W. fi Tucker, Travelers, Beloit: L. C. 
Van Zandt, Equitable Society, La 
Crosse, and C. R. Welton, Prudential, 
Madison, 


Five Top Notch Speakers 


Five top notch speakers addressed the 
sales congress. John A. Witherspoon, 
John Hancock Mutual, Nashville, presi- 
dent of the National association told of 
the important contribution of the na- 
tional organization in the war effort. 
Judd C. Benson, Cincinnati manager 
Union Central Life, presented “New 
Sales Slants,’ Fred G. Holderman, Jr., 
new Washington, D. C., agency man- 
ager Equitable Society, discussed “The 
Spark of Life” and Perry Rohrer, Chi- 
cago psychologist, stressed the import- 
ance of mental attitude. 


Profitable Farm Market 


Urging agents to key their sales ef- 
forts to the prosperous 1942 farm mar- 
ket, Don Ross, editor of “Successful 
Farming,” pointed out that it is esti- 
mated that 1942 cash farm income will 


— eunan: Seersen 


be in the ay of $14,000,000,- 


000. Normally, farm income is greater 
than the total wages paid to all factory 
workers in the country. Farmers com- 
prise the largest group of employed in- 
come earning people and with their par- 
ity prices, they are the only group that 
have a buyer power assured through 
government legislation. 

Not only will farmers have more 
money to spend in 1942 but large sums 
such as the $847,000,000 they spent for 
automobiles in 1941, now will be avail- 
able for the purchase of life insurance. 
The income of Wisconsin farmers in- 
creased on the average of $625 in 1941. 
They are in position to buy insurance 
any month of the year as they receive 
no more than 7 percent nor less than 10 
percent of their annual income in any 
one month of the year. 


Thorough Personal Canvass 


In selling to farmers, Mr. Ross urged 
a thorough personal farm to farm can- 
vass. Some farmers have never been 
solicited by life insurance agents. It 
isn’t necessary to have appointments to 
see farmers and their families. The 
point to remember is that every member 
of the family has his own source of in- 
come from livestock, crops, poultry, etc., 
and it is often that the agent is able to 
sell life insurance to every member of 
the family. Agents should make a prac 
tice of rubbing elbows with farmers. 
Life insurance makes an especially good 
farm investment because it creates a re- 
serve for drouth years, years of bad 
prices, and uncontrollable misfortunes. 
Cash reserves on ordinary life insurance 
build up very rapidly and these cer- 
tainly can be considered a hedge against 
bad farm years which are as sure as 
death itself. 

Direct mail and telephone can be used 
to advantage if followed up. Agents can 
arrange meetings by telephone with 
farm people when they are in town. 
This saves time and tires and makes a 
splendid follow-up of personal calls. 


Recognize Estate Problems 


Farmers recognize the cost and diffi- 
culties of going through court to settle 
estates. Farm families are usually large 
and estate settlements are often compli- 
cated because real estate is involved. 
Farmers are now beginning to recognize 
that life insurance is the answer to ar- 
ranging equitable settlements of estates. 
As a son usually stays on the farm after 
demise of the father, the other chil- 
dren must be provided for in some way 
and it isn’t difficult to point out the way 
life insurance fits into the picture. 

In discussing life insurance with farm 
customers, Mr. Ross urged agents to 
talk premium payments on the basis of 
butterfat, beef, eggs or other farm prod- 
ucts required. 


Need Second Home 


Surveys show that two out of three 
farmers want to retire right on the farm 
and they no longer desire to retire to 
warmer climates or to small towns. 
This brings up the subject of a second 
home on the farm which involves life 
insurance. 

Farm houses are more isolated than 
urban homes but interviews are easier 
to get than in towns and cities. The 
agent should recognize that the farm 
family gets part of its income in non- 
cash items. Consequently, income taxes 
do not bear down so heavily on farn: 
people. Farmers are not laborers but 
operators and the average Wisconsin 
farmer has $7,372 invested in land, build- 
ings and machinery. There is a definite 
sound market for life insurance which 
can be met by gearing the approach to 
the farmers’ needs and farm mode of 
living, Mr. Ross declared. 

Mr. Ross urged agents to devote their 
time on rainy days calling on farmers 
when they are not busy in the field. 
“Every rainy day should be a hay day 
for life insurance men selling farmers,” 
he commented. 

Many attended a C. L. U. breakfast 
at which Leslie A. Eaton, Massachusetts 
Protective, past president Milwaukee 
C. L. U. chapter presided. W. F. 
Winterble, director of agencies Bankers 





THREE TYPES OF 
PROSPECTS 


AND A 
PLAN FOR EACH 





1 » One type of prospect is in an income classification 
where a package sale best meets the situation. 


A complete kit of visual material, 
direct mail literature and sales 
ideas is available to Connecticut 
Mutual representatives to help sell 
the prospect in this group. 


2 . Another type of prospect is in the middle income 
classification, and his situation usually calls for a 
simple programming job. 


A simple plan with tremendous 
appeal and with all the necessary 
supporting material enables Con- 
necticut Mutual underwriters to do 
this intermediate programming 
job without burdensome and un- 
necessary details. 


3. And the third type is found in the upper income 
group. A rather thorough programming job is neces- 
sary to make additional sales here. 


Connecticut Mutual’s Estate Ex- 
tension Plan gives the bigger 
buyer a visual picture of what he 
owns—what he wants—how his 
life insurance interweaves with 
his general estate—and what he 
can do about the problem. Com- 
plete and unusual material han- 
dles a heretofore weighty pro- 
gramming job with dispatch and 
sales success. 


Life Insurance Co. 
96 years of Dependable Performance 
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‘Old Guard” of 
Equitable, | = « 
Elects Officers 


William M. Duff, Pittsburgh general 
agent of Equitable Society, was elected 
president of that company’s “Old Guard 
at its 37th annual meeting held in New 
York City. The other new officers are: 
Vice-president, E. L, Carson, agency 
manager Milwaukee; secretary, E. R. 
Jeter, agency manager Rock Hill, 'S. €.; 





WILLIAM M. DUFF 


treasurer, T. M. Riehle, general agent 
of New York city; executive committee, 
P. B. Hobbs, agency manager Chicago; 
Homer Jamison, agency manager Okla- 
homa City; E. H. Keating, general agent 
Minneapolis; R. M. Ryan, agency mana- 
ger Detroit; T. B. Sweeney, general 
agent Wheeling; H. H. Wilson, general 
agent New York city. 
Award to Best Agent 

A feature of the “Old Guard” meeting 
was the presentation of a medal to Harry 
Greensfelder, Jr., St. Louis, now a pri- 
vate in the army air corps, for the most 
outstanding record of the preceding 12 
months, In his three years in the busi- 
ness he has written more than $500,000. 
Private Greensfelder obtained furlough 
to attend the meeting and was accom~ 
panied by his mother who was a_ suc- 
cessful agent of Equitable in St. Louis 
for several years. 

M. A. Nelson, St. Louis agency mana- 
ger and retiring president Old Guard, 





made the presentation. Private Greens- 
felder was warmly commended by Presi- 
dent T. I. Parkinson. 


Vice-president Graham Talks 


The Old Guard met for three days. 
the first day being devoted to an execu- 
tive meeting on managerial work with 
emphasis on maintenance of personnel 
through replacements to meet with- 
drawal of agents entering war service. 
Home office officials and department 
heads took part the second day in a 


discussion of field problems and routine 
handling of business. 

Vice-president W. J. Graham reviewed 
organization of the agency department 
and introduced some of its members. 
Vincent S. Welch, second vice-president, 
spoke on group and staff insurance. 
Vance L. Bushnell, second vice-presi- 
dent, took up programming services and 
showed charts subdividing the earning 
classes into groups which emphasized 
where the increased buying power is 
now. A. G. Borden, second vice-presi- 
dent spoke on militant morale. 

Among the other speakers were 
Henry M. Alexander, director and chair- 
man of the board’s agency committee; 
W. G. Schelker and Mervyn Davis, vice- 
presidents; Dr. R. M. Daley, medical 
director; C. B. Lunsford, auditor; Alex- 
ander McNeil, secretary; Merle Gulick, 
director of public relations; C. B. Metz- 
ger, assistant treasurer; Walter L. 
Gottschall, director of agencies in charge 
of the western division at Chicago, and 
Colonel Frank Amthor. General Agent 
Riehle summarized the discussions. 


President Parkinson Comments 


President Parkinson closed with a talk 
on the contribution that life insurance 
is making to national welfare, stressing 
the necessity of financing the war out of 
national income. He mentioned the 
Equitable’s recent purchase of $100,000, - 
000 of 2% percent war bonds and the 
total of more than $500,000,000 pur- 
chased by leading life companies. 

He talked on inflation, saying, “Back 
in 1936 there was an exaggerated picture 
of the effect of inflation on life insur- 
ance. Today we are impressed with the 
effect that life insurance can have in 
preventing inflation. We came through 
those years when we were defending 
life insurance; now we do not have to 
defend life insurance.” 

He stressed that now it is essential 
the people be thrifty and save out of in- 
come, for the government with a pro- 
jected war expenditure of over $150,- 
000,000,000 is spending more millions 
than it is receiving. The money can 
come only through the thrift of the peo- 
ple, and life insurance is a business 
which emphasizes thrift and saving for 
the individual. 

“T am happy that we are engaged in 
an essential business,’ he concluded, 
“and until the government calls upon us 
to do something better, let’s stick to it.” 


Would Remove $5,000 
Limit on Policies Eligible 
for Civil Relief Benefits 


The Chicago “Sun” carried an inter- 
view with Charles J. Zimmerman the 
other day stating that the National As- 
sociation of Life Underwriters will 
recommend to the military affairs com- 
mittee of the House the removal of any 
limitation in the amount of insurance 
on which the Veterans Administration 
will advance funds for premium pay- 
ments for men in the service. Mr. 
Zimmerman stated that the Sparkman 
bill would raise the insurance limit 
from $5,000 to $8,000 but the N.A.L.U. 
will recommend elimination of any 
limits whatsoever. Mr. Zimmerman is 
chairman of the federal law and legis- 
lation committee of the N.A.L.U. 


Would Aid Many Assured 


If the limits were removed, he 
pointed out, men who are giving up 
relatively high yearly earnings would 
have an opportunity to keep all of their 
insurance in force. 

The Sparkman bill also provides 
other amendments. The insured would 
be given until one year following his 
discharge from service to begin repay- 
ment of the loan. During the first year 
payments must amount to one-third of 
the amount of the loan in excess of the 
cash surrender value. The remainder 
must be paid within three years . 

If the loan is not taken up during the 
required period, the government could 
reimburse itself out of any amount 
which might be forthcoming to the pol- 
icyholder as a result of his service in the 
armed forces, such as a bonus payment. 
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Brogan Is Elected Michigan President 
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He discussed changes in the insur- 
ance department saying in the past the 
department has been obliged to strug- 
on appropriations of trom 
$78,000 a vear, while the 

gives it 2% times this 
amount to supervise insurance. The 
department has followed the associa- 
tion’s suggestions about agents’ quali- 
fications, having adopted the probation- 
ary licensing system, which — the 
association has long favored, in place 
of written examinations. With a pro- 
duction requirement, the system leaves 
training in the hands of companies, 
whose training courses must include 
certain matter approved by the depart- 
ment. 

Mr. Thompson said he had completed 
a full digest of the state laws affecting 
life insurance directly or indirectly, and 
will make this available to members. 


ele along 
$73,000 to 
new budget 


Psychologist on Program 


In the afternoon session, with Chair- 
man Ruterbusch presiding, Dr. G. S. 
Ross, lecturer and psychologist, talked 
on “America’s Today in the World’s 
Tomorrow.” Life agents have before 
them the greatest public relations job 
in their history, he said, selling home 
security to the nation to promote and 


preserve the American way of life. 
America is setting the pace for the 
world and it is up to us to win the 


peace as well as the war. Life insur- 
ance is the hope of the nation and the 
keystone of its war-time economy. 

George Woodworth, investigator for 
the insurance department, was intro- 
duced. J. L. Livingston, vice-president, 
introduced F. C. White, chairman Life 
Leaders of Michigan, who presented an 
“Information Please” session with J. 
L. Schuster, Grand Rapids, as ‘M.C.” 
unrehearsed. 


Current Questions Answered 


Q: What does the underwriter need 
to know about insurance for men en- 


tering military service? 

A: (By John Crampton, Connecti- 
cut Mutual, Detroit): Many of us do 
not know that on entering military 
service it may be arranged with the 
army finance office to pay civilian in- 
surance premiums by the allotment 
plan automatically. If the premiums 


are too high to be deducted from army 
pay, the full premiums may be paid by 
the government under the terms of the 
soldiers and sailors relief act up to $5,- 
000, but in such case a lien is taken 
on the proceeds which must be paid 


r 


a 
tA 


off within one after discharge 
from the service. 

Recommend to your clients that they 
take the full limit of government in- 
surance, which is $10,000. It will cost 
them but $7 to $8 per year, per thou- 
sand. Beneficiaries receive payment in 
case of death in one of two ways, de- 


year 


pending upon age. First, if under 30, 
payments are paid as income for 20 
years; if over 30, as life income with 


10 years guaranteed. It is advisable 
for a single man to name both of his 
parents as beneficiaries rather than one. 
If one only is named, payments will 
cease upon his death; if two, they will 
continue to the death of the second. 


Social Security Approach 


Q: How do you deal with social 
security ? 

A (By Fred Entzwinger, Home Life, 
N. Y., Ann Arbor): Some underwrit- 
ers insist that it is best to ignore so- 
cial security entirely; I do not agree 


with this view. I believe the best 
practice is to include it in the picture 
in every instance. I have repro- 


grammed over 100 cases to include so- 
cial security benefits and the results 
have been most gratifying both to my 
clients and to myself. 
Q: What step in 
the most important? 
A (By Jack Krause, Penn Mutual, 
Detroit): The approach, by long odds. 
If you can interest the prospect with 
your approach and set a sympathetic 


the interview is 


hearing for your sales _ presentation, 
you have a good chance to make a 
sale. If your approach leaves him cold, 


no matter how good your presentation 
you cannot get it over in such manner 
as to get an application. 

Q: Why do you attend 
conventions? 

A (By Jack Rabinovitch, Northwest- 
ern Mutual, Flint): Attending conven- 
tions is the best way to keep abreast 
of the new developments in the busi- 
ness, and it is very easy to be left be- 
hind in the business parade if you do 
not keep up to date. You learn what 
is being done to protect your policy- 
holders’ interests and can pass this in- 
formation on to your clients. Like- 
wise, I want to know the other men 
in my business and to exchange views 
with them and get ideas from them as 
well as to pass along things that have 
helped me to do a better job. 

©: What is the most vital problem 
in our business today? 

A (By Warren Cook, New York Life, 
Ann Arbor): The same as it has al- 
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ways been; intelligent prospecting, only 
it is more important today than ever 
before, since new classes of buyers are 
arising and some of the old standbys 
diminishing in importance, For exam- 
ple, the war worker is a fine prospect 


today, while the small merchant—or 
the large one, for that matter—is al- 
most out of the picture now insofar 


as life insurance buying is concerned. 

In these days when the average case 
is smaller it is necessary to see more 
prospects to keep business up to the 
proper level. We must review our pros- 


pect files for situations that call for 
action on our part. I group my pros- 


pects by business and profession, and 
pay particular attention to those pro- 
fessions concerned with war work, like 
chemical engineers, for instance. Pros- 
pecting should be made a regular day- 
by-day process rather than a chore to 


be done in odd moments. 

Q: Why are the life leaders of 
Michigan worthy of your support? 

A (By Floyd Holland, Mutual of 


N. Y., Ann Arbor): A reputation as a 
leader is a mighty valuable asset in any 
business and especially in ours. Get a 
good reputation, and then live up to 
it! Such a reputation begets confidence 
in one’s ability to handle a man’s in- 
surance needs intelligently, and that 
means more and better sales. 
Discusses Methods of Approach 

Q: Will one standard approach fit 
all cases? 

A (By Krause): Decidedly not. You 
need many different approaches, each 
designed to do the best possible job 
with the particular man on whom you 
use it. Sometimes a degree of stand- 
ardization can be worked out by groups 
or professions, but each case has to 
be judged largely on its own merits. 

Q: Are premium payment trusts 
worth while? 

A (By F. C. White): They certainly 
are worth while; at least I have found 
them so. A premium payment trust 
is really very simple. It is simply an 
agreement between a policyholder and 
a trust company whereby the policy- 
holder agrees to deposit one-twelfth 
the annual premium monthly with the 
trust company and the trust company 
in turn agrees to pay the premiums 
when due. I have 40 of these in op- 
eration with one trust company, rang- 
ing from $55 to over $200 monthly de- 
posits. Many have been in force for 
many years, and I have had but one 
termination in such cases in eight or 
nine years, so I know my policyhold- 
ers like the arrangement. 

It helps to reduce lapsation and 
makes insurance easier to sell since it 
enables me to stress monthly deposits 
rather than the total premium, which 
sounds like a lot less to the policy- 
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“The time has come,” the Walrus said, 
“To talk of many things: 
Of shoes—and ships—and sealing wax— 
Of cabbages—and kings—" 


—Through the Looking Glass.”’ 


So wrote Lewis Carroll, back in 1871, in 
England; and the world has been quoting 
him ever since and will go right along doing 
so until the Cliffs of Corregidor are free 
again and Berkeley Square is once more full 
of playing children. 

This war has thus far spared us the bombs 
of Coventry and Rotterdam, of Malta and 
Bataan, but whatever it may bring, we con- 
fidently await the future. 

The peaceful past has taught us lessons, 
not to be overlooked in the stress of war. 
One of the greatest of these is Family Pro- 
tection through Life Insurance, and we pre- 
sent this true story, in line with what we 
have in mind. 

On May 18, 1920, a prominent Oklahoma- 
Texas oilman took out a $5,000 Ordinary 
Life Policy with the Bankers Life Company 
of Iowa. After the payment of two annual 
premiums he died. 

Commencing March 15, 1922, the Bank- 
ers Life Company began paying his bene- 
ficiary (his widow) the sum of $21.52 a 
month, according to the provisions in her 
husband's policy. Month after month for 
20 years these monthly income checks were 
received by her, a total of 240, aggregating 
$5,164.80. 

A few weeks ago, the Bankers Life sent 
her 24Ist check, completing the contract. 
That check was for $2,537.50. <A total of 
$7,702.30 had been paid to her over 20 
years. 


Thanks to Life Insurance—want had 
been held back from the home of that 
widow. 


And it will be held back longer, too. This 
beneficiary gratefully writes: 


“Although my husband left valuable 
interests of various kinds, in a short 
time many of them had folded up, and 
the policy with the Bankers Life was by 
far the finest thing he left me as a real 
‘bread and butter’ source. 

“I am investing your last check 
($2,537.50) in things that will help food 
production, which is so necessary in 
wartime and also it will be a good thing 
for me.” 


‘*Shoes--and ships--and sealing wax—”"’ 
Yes, Lewis Carroll, and Life—and Health 
—and Home—and Hope—and the American 
Way of Life 
And through Life Insurance- 
tion of our loved ones after we have passed 
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holder. Likewise, the trust company 
helps to keep the business in force by 
pursuing the policyholder for the de- 
posits, if he begins to get lax, 

Q: What about pension trusts un- 
der present conditions? 

A (By Entzwinger): It is probable 
that the new taxation plans of the gov- 
ernment will tax pension trusts, al- 
though it is not definite yet. I have 
been using the 10-pay life plan very 
successfully in pension trust cases. 
However, if you have any pension trust 
cases pending, my advice to you is to 
get them closed as soon as _ possible. 

Q: Do you do very much program- 
ming? 

“A (By White): Yes, I do a great 
deal of it. Programming makes the 
client conscious of the need for estate 
conservation and helps sales as well. It 
also helps to stress the need for r 
tirement income protection as nothing 
else does. By doing more program- 
ming I have succeeded in increasing 
the average face of business sold con- 
siderably, I used to do programming 
eratuitiously, but I do not do so any 
more. If the work results in a sale, 
there is no charge for the program- 
ming. If it does not, I make a nomi- 
nal charge based on the amount of time 
consumed in each case. I believe we 
are entitled to compensation for the 
work we do, the same as any other 
professional man is compensated for 
what he does. 


Factory Workers as Prospects 


worker a 
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Q: Is the factory pros- 
pect today? ; ; 

A (By Holland): He certainly is. 
He cannot buy much luxury or semi- 
luxury consumer goods and soon will 
not even be able to buy many things 
that most people consider necessities. 
He is earning more today than ever 
before and has less means of spending 
his increased earnings. He is open to 
the argument that he does not know 
how long the present situation will con- 
tinue and should make provision tor 
any possible contingency in the future. 
War bonds do not syphon off all of 
his surplus earnings, even if he is in- 
vesting a full 10 percent of his income 
in government securities. There is still 
plenty left for a reasonable insurance 
program, The factory worker is par- 
ticularly susceptible to the social se- 
curity approach and I find that as a 
rule he prefers endowment forms to 
other types of policies. 

Citing the experience in Canada and 
England as proof of his contention, W. 
S. Penny, director of agencies oO! _the 
Sun Life, Montreal, talking on “Life's 
Underwriting During the War, de- 
clared agents in the United States should 
show a steady gain in sales during the 
remainder of the war period and the re- 
adjustment period following. In Eng- 
land and Canada, a tremendous volume 
of life insurance is being written under 
the greatest difficulties. 


Moynahan Gives His Views 


Real low spots have never existed in 
the business for the men who really 
went out and worked, J. D. Moynahan, 
president American Society of C. L. U. 
and Metropolitan manager Chicago, de- 
clared in an address on “Selling the 
Smaller Prospects.” Many agents made 
exceptional records in the depression, 
and there is certainly no depression 
now, he said. 

J. A. Witherspoon, National associa- 
tion president, closed with an outline of 
the national objectives and some sales 
Suggestions. He said efforts to bring all 
agents under the social security act ap- 
Pear to be gaining ground. Companies 
are showing a tendency to readjust com- 
mission scales to provide more liberal 
commission scales for competent agents, 
with commensurate reduction in com- 
pensation to poor agents. He said study 
also is being given to feasibility of pen- 
sion plans for agents to assist them after 
their peak productive periods have 
passed. 

rhe convention committee under Wal- 
ter Ruterbusch included Benjamin 
Greenstein, entertainment and program; 
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Frank Burdick, vice-chairman general 
committee, and C. T. Porter, publicity. 

The Life Leaders of Michiean held a 
dinner and meeting in the evening with 
Chairman F. C, White in the chair and 
Dr. H. W. Dingman, vice-president and 
medical director Continental Assurance, 
as the speaker, on “Selection of Life In- 
surance Risks.” 

Dr, Dingman stressed the growing 
importance of x-rays and cardiographs 
in analyzing health of applicants. He 
said work now going on in the Metro- 
politan Life organization in which semi- 
annual electro-cardiagrams of every em- 
ploye in the home office are being made 
and studied should go far toward pro- 


viding definite analytical data upon 
which accurate diagnoses of early heart 
conditions may be based. He predicted 
in the near future chest x-rays would 
be required of all applicants for larger 
amounts of coverage. He said the repu- 
tation of the agent presenting an appli- 
cation is always considered seriously by 
the medical department and the agent’s 
statements frequently decide border line 
cases. 


Witherspoon Presents Certificates 


_ President Witherspoon presented cer- 
tificates to life members of the Leaders 
of whom there were 16. E. J. Dore, 


Mutual Benefit, Detroit, was elected new 


chairman of the group for the year, 
succeeding Floyd C. White, Penn Mu- 
tual, Battle Creek. 

Analysis of the Leaders’ records for 
the year showed average production of 
around $300,000. Mr. Harvey, retiring 
association president, was made chair- 
man of a committee to consider feasibil- 
ity of having each Leader invite an ex 
ecutive of his company to the annual 
banquet session. 

Registration at the general session 
was 225, much greater than any previ- 
ous state meeting. A new record also 
was set in the number qualifying for the 
leaders’ organization, with 42 members 
accredited for this select group. 
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i. the young married man 


o the older family man 








withlittle surplus income, but a big 
determination to guard his wife 
and children against dependency. 


who needs more immediate in- 
surance protection—at a price 


within his war-trimmed budget. 


“Double Protection to Age 65” is a contract composed of equal amounts 
of Life Paid-up at Age 85 and Term to Age 65. The rate for the com- 
bination is lower than for the two separate policies. 


The reduction of face value and premium at 65 dovetails with popular 


retirement plans and Social Security expectations. The cash value at 65 


would buy paid-up insurance if still needed, or might be used—in life- 


time monthly instalments—to boost Social Security income to a com- 


fortable, independent living income. 


Annual Premium (at age 25) 
only $170.20 for $10,000 Face 
Amount to Age 65 and $5,000 
Face Amount after Age 65. Divi- 
dends can be used for part pay- 
ment of premiums. 





problems. 


Once again, Mutual Life rings 
the bell in giving effective co- 
operation to its field under- 
writers faced with new sales 
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War Risk Accident 
Form on Pool Basis 


(CONTINUED FROM PAGE 
Life & Casualty, 
problems in connection 
service and war clauses. 
out the distinction between 
and causation clauses, 
ance, and discussed 
what is covered under 
of war” clauses 


1) 
reviewed the 
with military 
He brought 
the status 
as in life insur- 
the question of 
the “war or act 
affecting the civilian 
population, citing a number of court 
decisions on the various points he 
brought out. 


Agency Field Broadened 


Federal 


The agency management session, in 
charge of Rex Edmunds, Fidelity 
Health & Accident, occupied an entire 
morning. Two new developments 
which have broadened the field very 
greatly were reviewed. F. M. Walters, 


General Accident, took up the effect of 
over-age and under-age writings under 


recent extensions of the age limit both 
upward and downward, from both the 
underwriting and agency standpoints, 
expressing some doubts as to whether 
present rates are adequate on the over- 
age business. 

E, H. O’Connor, Provident Life & 
Life Accident, discussed women as 
prospects, pointing out the great in- 
crease in the number of women in all 
kinds of gainful occupations and that 
their need for income protection is as 
great as in the case of male workers. 
He also put in a word in favor of a 
limited amount of weekly or monthly 
income protection for the housewife, as 
well as medical reimbursement cover- 
age. 

H. C. Carden, Mutual Benefit Health 
& Accident, urged the need for the con- 
tinuance of recruiting work, to replace 
men who have gone into service or en- 
tered war industries, and said that 
agencies which have kept up a regular 
recruiting program are able to do a 
better job of recruiting at this time. 
He told of the experience of the Chi- 
cago agency in recruiting older men 
and mentioned some of the sources of 
agency material which seem to him 
most promising. 

Home Office Management 

At the home office management ses- 
sion, with E. A. McCord, president Illi- 
nois Mutual Casualty, presiding, Ken- 
neth O'Connor, Maccabees, took up the 


need for careful inspection of office 
equipment, in view of the fact that 
there is little chance of priorities for 


replacement, and told of a plan under 
consideration in Detroit for having a 
full-time man on the payroll for that 
purpose. He also spoke of methods 
of reducing costs, particularly in cut- 
ting out duplication of operations. 

M. W. Hobart, Ministers Life & 
Casualty Union, strongly advocated the 
use of micro-firm copies of important 
records, not only to save storage 


space but also because of the danger 
of destruction of records by bombing 
or other catastrophe, even in a sup- 
posedly fireproof building . He also ad- 
vocated the use of tabular or graphic 
charts to bring out trends that might 
not otherwise be readily apparent. 

D. A’ Long, chief. underwriter of 
Mutual Benefit Health & Accident, 
traced the procedure in handling an ap- 
plication in its home office. 

L. D. Ramsey, Business Men’s As- 
surance, reviewed the personnel prob- 
lems brought about by wartime dislo- 
cations and Ross Ream, National 
Protective, discussed the effect of light- 
ing on the efficiency of office workers. 





W. S. Penny Cites Positive 
Sales Factor in War Days 





(CONTINUED FROM PAGE 1) 


started out one morning to call on four 
prospects and found one had been evacti- 
ated, two had been killed and the shop ot 
the fourth had been bombed out of ex- 
istence. 

The Sun Life sales organization is re- 
duced by nearly 50 percent and those 
that remain are engaged in some form of 
war work involving activity on two to 
four nights a week. Fifty percent on the 
average of a prospect’s income is taken 
for taxation and compulsory savings. 
Policies that are sold contain a war 
clause, and yet Sun Life production in 
England during 1939 amounted to 98 
percent of 1938; in 1940, it was 92 per- 
cent of 1938; in 1941, 102 percent of 
1938, and so far this year Sun Life is 
showing an increase of 34 percent of its 
1941 record. That means that on the 
average each agent is selling double his 
former volume. 


Lose 25 Percent of Force 


In Canada the companies have lost 
about 25 percent of their sales organiza- 
tion to the war effort. A very large por- 
tion of the population is in the armed 
forces and national rationing of gasoline 
was recently imposed. Twice year for 
a period of about four to six weeks the 
agents are taken away from their life in- 
surance efforts to sell Victory Bonds. 
Yet, new life insurance sold in Canada in 
1941 was 1 percent in excess of 1940 
sales and there is an increase so far of 
20 percent this year over last year. Mr. 
Penny expressed the belief that the 
United States will benefit from the ex- 
perience of Canada and Great Britain 
and will not suffer the same adjustment 
shocks that have been suffered in those 
countries. 

Mr. Penny emphasized that changes in 
the method of operations of agents will 
probably be necessary. Harder work is 
indicated because of the probable lop- 
ping off of the top income brackets as 
future prospects to an increasing ex- 
tent. Hence, more people will have to 
be seen in order to sell more policies 
to obtain normal success. 

Planned work is definitely indicated. 
Efforts must be concentratcd on a 
smaller area. There must be more or- 





MUNICIPAL BOND MAN 
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We are in touch with an individual of highest integrity, with 


handle the municipal portfolio of a life insurance company. 
He has thorough knowledge of market 


every State in the Union, he has a wide acquaintance with all 


partments in the Middle West and New York markets. 48 years 
good habits, excellent health, well educated and reliable. 
Will furnish best of references. 
Advertising Department, J. Walter Thompson Company, One 
New York City or 410 North Michigan Avenue, 


— 


years experience, who is qualified to 


s, including both general 


bonds. Having traveled in almost 


country. Has headed municipal de- 


Please reply to Financial 














FieNATIONAL UNDERWRITER 








ganized prospecting by territory, by in- 
come grouns or by any other standard. 
The sales presentation will have to be 
rearranged due to the changes in needs 
of the public and change in the type of 
policy that is being prescribed. 

Successful men today are selling small 
pension trust cases, selling key man in- 
surance to the moderate sized corpora- 
tions, selling a large proportion of sal- 
ary savings business and are selling on 
a social security presentation. 

The agent should stick to his job and 
let the other fellow run his job, Mr. 
Penny said. The job of running the war 
should be left to those whose duty it is 
to carry that burden. The agent should 
worry about those things that he can do 
something about and take in stride those 
things that are upsetting but about 
which he can do nothing. 





Metropolitan Managers 
Meet in Kansas City 


The Western Association of Manag- 
ers of Metropolitan Life, of which W. 


J. Slack, Kansas City, is president, and 


Dwight Brohardt, Wichita, secretary, 
held its monthly conference in Kansas 
City, with 20 managers present from 
Oklahoma, Kansas, and northern Mis- 
souri. 

Present from the home office was 
Superintendent of Agencies Arnatau. It 
was an educational and detail meeting, 
with stress on ethics, including plans 
and programs for improving knowledge 
of the business for the benefit of the 
public. It was emphasized that the ut- 
most should be available from life in- 
surance, presented in its clearest form, 
according to the highest standards of 
selling. 

Particularly in times like these, 
agents should take pains to make clear 
to prospects not only the protection 
of life insurance but its value as an in- 
stitution—its part in building and main- 
taining the kind of life that people of 
this country have cherished. The man- 
agers were advised also to participate 
in selling bonds and stamps and to take 
the leadership when opportunity ap- 
pears for bond sales and civilian de- 
fense activities. 

General American Cancels Plans 

ST. LOUIS—General American Life 
cancelled plans for the July convention 


of the President’s Club and Leadership 
Club which were to have been held here. 


N. E. Mutual C.L.U.s Elect 


The New England Mutual Life C. L. 
U. Association, at its meeting in con- 
nection with the company’s homecoming 
gathering elected Daniel L. Williams. 
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as president; 
Los Angeles, vice-president, and Migs 
Helen Tall, Baltimore, secretary-treas- 
urer. Owen P. Jacobsen of New York 
and Pendleton A. Miller of Topeka were 
added to the executive committee. 


Richmond, Bruce Bare, 


Tax Speakers in Los Angeles 


Joseph D. Brady, attorney and tax 
counsel, and his associate, Lucien W, 
Shaw, will speak at the meeting of the 
Los Angeles C. L. U. chapter May 29 
on federal taxes, present and future, 
They will answer a series of questions 
submitted in advance by members of 


the chapter. 
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Get Tough, Speakers 
Tell Agents at 
Mo.-K.C. Congress 


KANSAS CITY—The word “tough” 
was used by several speakers before the 
joint Missouri-Kansas City joint sales 
congress here last week, and it charac- 
terized the talks made. About 300 at- 
tended. 

Prewitt B. Turner, Home Life of New 
York, retiring president of the Missouri 
Association of Life Underwriters; Wm. 
L. Butler, Business Men’s Assurance, 
president of the Kansas City association, 
and J. F. Trotter, Mutual Life of New 
York, chairman of the Congress, han- 
dled the job ably and effectively. 

The agent must strengthen his faith 
and his backbone, watch for openings 
and move in, throw off some of the frills 
such as psychological theories and tech- 
nical language and get down to basic 
appeals for buying life insurance, Her- 
bert A. Hedges, general agent, of Equi- 
table of Iowa, Kansas City, said in his 
talk, “Sale Slants.” Mr. Hedges is sec- 
retary of the National association. 


Job Is to Sell Insurance 


Agents should doggedly keep in mind 
that their job is to sell life insurance, 
he said. It is a complex and confusing 
time of real problems. What to do next 
is a daily issue. But the agent should 
settle down to an abiding faith in 
America and in life insurance, then 
transmit this faith to the public con- 
cretely in policies that protect the fami- 
lies of America. 

He urged agents who think the supply 
of prospects is dwindling to look outside 
their regular fields. Many agents have 
been making their usual rounds, within 
12 or 15 blocks of their offices, calling 
on white collar men. This market now 
is materially reduced. But there is a big 
surplus of spendable income, and skilled 
workers have it. They are motivated by 
the same impulses as other buyers of 
life insurance. 


Benson Stresses Morale 


It is tough trying to get interviews 
nowadays, and the agent must have the 
courage to drive a sales appeal home, 
Judd C. Benson, home office general 
agent of Union Central Life, pointed 
out. High morale enables the agent to 
do 25 to 100 percent more business than 
if he were in low morale, he said. 

Philip B. Hobbs of Equitable Society, 
Chicago, in his talk on “Four Essentials 
of 1942,” said that in buying life insur- 
ance, the purchaser is getting a share of 
the good investments and sound invest- 
ment skill built up by life companies 
since the Civil War. There is plenty of 
opportunity for the life agent if he works 
hard and intelligently, he said. 


Bigger Job Ahead—Witherspoon 


The going will be tough and the 
weaker agents in life insurance will wash 
out, John A. Witherspoon, president of 
the National association, said. Qualified 
agents have got to do twice as good a 
job as ever before. The National asso- 
Ciation is trying to solve problems that 
life. insurance and its agents face, thus 
to increase their productivity and sense 
of security, and to help them in the 
ee distribution of life insurance, he 
said. 

Robt. K. Ryland, acting regional di- 
rector of the Office of Government Re- 
ports, Kansas City, spoke on “Rumors,” 
a agents against spreading half- 
ruths, 





Bankers, Neb., Cancels Convention 


Bankers Life of Nebraska has can- 
celled its agency convention to be held 
at Lawsonia, Green Lake, Wis., in view 
of the government’s attitude toward 


holding conventions, and the rationing 
ot tires and gasoline. The company will 
award war stamps in proportion to the 
amount of business completed for qual- 
ifying, 
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Close Agreement 


Now Reached on 
Guertin Proposals 


Final disposition may be made at the 
annual convention of the National Asso- 
ciation of Insurance Commissioners in 
Denver, June 8 of the report of the Guer- 
tin committee on non-forfeiture benefits. 
The committee submitted a report to the 
commissioners last September and a com- 
mittee of commissioners has had the rec- 
ommendations under consideration since 
that time. The committee consists of 
Gough of New Jersey, chairman; Black- 
all, Connecticut; Sullivan, Washington; 
Jones, Illinois; Pink, New York, and 
Bowles, Virginia. 

At the commissioners meeting last De- 
cember, spokesmen for the companies 
strongly supported the Guertin commit- 
tee report but suggested the adoption of 
model legislation prepared by the com- 
panies in lieu of the model legislation rec- 
ommended in the original report. Sub- 
sequent study by the Gough committee 
has resulted in the redrafting of the pro- 
posed legislation. The revised program 
includes complete bills on subjects of 
non-forfeiture benefits and valuation of 
policy reserves and incorporates sugges- 
tions made by the companies as well as 
those made by the Guertin committee. 

The carrying out of this program will 
result in new methods of determining 
non-forfeiture benefits contained in life 
policies, the promulgation of the com- 
missioners 1941 standard ordinary mor- 
tality table, constructed by the Guertin 
committee for use in connection with 
ordinary policies, the widespread use of 
the standard industrial mortality table, 
now effective in New York, in connec- 
tion with industrial policies, new uniform 
methods of calculating reserves and new 
minimum standards for policy reserve 
valuation. It will also tend to facilitate 
adoption of reserve standards reflecting 
the lower returns now available on in- 
vested funds. This program will mean 
the end, in connection with the issue of 
new policies, of the use of the Ameri- 
can Experience table constructed in 1858, 
and other tables based on experience hot 
now representative of current mortality. 

The studies leading to this action have 
extended over a period of 4'4 years and 
involved the presentation, at the meeting 
of the association in December, 1939, of 
the report of the committee to study the 
need for a new mortality table and re- 
lated topics as well as the submission of 
the report of the committee to study 
non-forfeiture benefits and related mat- 
ters to the association in September, 
1941. 

The committee of actuaries which 
made these studies consists of: John S. 
Thompson, vice-president Mutual Bene- 
fit Life, representing the Actuarial So- 
ciety of America; Charles A. Taylor, 
vice-president Life of Virgina, repre- 
senting the American Institute of Actu- 
aries; Ray R. Haffner, actuary Illinois 
department; F. E. Huston, former actu- 
ary of the Washington department; 
Charles E. Hughes, chief of audit bu- 
reau, New York department; Russell O. 
Hooker, vice-chairman, actuary Connec- 
ticut department and Alfred N. Guertin, 
chairman, actuary New Jersey depart- 
ment. This committee, which collabo- 
rated with the Gough committee in the 
preparation of its report, is submitting a 
supplementary statement at the Denver 
meeting of the association indicative of 
its concurrence in the final recommenda- 
tions. 


Shift Vacation Schedules 
to Relieve Weekend and 
Summer Travel Congestion 


The Office of Defense Transportation 
has requested the Institute of Life In- 
surance, along with the United States 
Chamber of Commerce and the Ameri- 
can Bankers Association, to ask mem- 
bers to aid in relieving week-end travel 
demands of railroads and bus lines by 
scheduling mid-week departure and re- 





turn of employes who plan vacation 
trips. 

Several insurance companies promptly 
complied with the ODT request relayed 
to them through Hogar J. Johnson, 
president of the institute. The Associa- 
tion of Life Insurance Presidents, Mr. 
Johnson said, has taken up with all their 
company executives vacation adjust- 
ments to avoid week-end travel. The 
American Life Convention took this ac- 
tion in April. Joseph B. Eastman, 
director of ODT, recently appealed to 
all government agencies to arrange for 
annual leaves to begin and terminate on 
Tuesdays, Wednesdays, and Thursdays, 
and to spread vacations over the entire 
year rather than concentrate them in 
July and August. 


Companies Promptly Cooperate 


Provident Mutual Life has arranged 
for vacation schedules in which Thurs- 
day will be the first working day away. 
Fidelity Mutual Life has withdrawn for 
the present its limitation of vacations to 
May 1-Sept. 1, and is urging employes 
using train or bus service to start vaca- 
tions on Tuesday or Wednesday, in 
which case an extra day is given to 
offset the week-end sacrifice. 

Regular office hours and vacations 
now are being staggered by Mutual Life 
of New York to help spread the burden 
placed on transportation facilities as a 


result of the war effort. Departments of 
Mutual Life now operating from 9 a. m. 
to 4:45 p. m. will change to 8:45 a. m. 
to 4:30 p. m. where possible. The com- 
pany is urging employes to take vaca- 
tions during the other 10 months of the 
year, and to begin vacations in the mid- 
dle of the week. 

Prudential will arrange for all home 
office employes to start their vacations 
on Tuesdays, Wednesdays or Thurs- 
days rather than on weekends. The 
plan will go into effect June 1 and will 
apply to all who plan to travel more 
than 50 miles to vacation places. 

More than 200 life companies will 
cooperate with the ODT in staggering 
the vacations of their 100,000 home of- 
fice employes, the Institute of Life In- 
surance has announced. Vacations will 
begin on Tuesdays, Wednesdays and 
Thursdays and will be spread out be- 
yond the usual vacation period in July 
and August in order to avoid putting 
an added load on transportation. Mem- 
bers of the Life Office Management 
Association have also agreed to coop- 
erate fully with the government in this 
effort. 





Kenneth Teasdale, general counsel, 
Mutual Savings Life, was guest speaker 
at the annual banquet and graduation 
exercises of the St. Louis Chapter No. 8, 
American Savings & Loan Institute. 














Today there are more women 
engaged in business and the pro- 
fessions than ever before in the 
history of our country. In addition, 
more married women—wives and 
mothers—are buying more life in- 
surance than ever before! 

Here is your golden opportu- 
nity to develop a most profitable 
clientele and increase your earn- 
ings in a vast uncultivated market. 

Now is the time to go after this 
market of today—while it still 
offers unlimited possibilities. Fa- 
miliarize yourself with the reasons 
why women, single and married, 
should buy life insurance! 


SALES HELPS WITH 
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State Supervision Has Fine Record 


Rumors of federal supervision of in- 
surance seem to pop up whenever insur- 
ance men get together. Several life men 
returned from Washington recently 
firmly convinced there was something in 
the air. Others say that life men and 
life companies are proving so effective 
in raising defense money that nothing 
will be done until after the war. 

The record of state supervision over 
insurance is so infinitely better than the 
record of federal supervision over banks 
that the supposed movement can hardly 
be based on demands for efficiency. Not- 
ably since the early days of the depres- 
sion, when a few relatively small compa- 
nies were caught in bad condition, the 
record of state supervision in maintain- 
ing sound conditions has been outstand- 
ing. Even in those days when a few 
companies were being taken over for 
conservation there were no hopeless fail- 
ures among life companies. The record 


of life insurance in trying times is some- 
thing to be proud of. 

The grounds for predicting a move- 
ment toward federal supervision seem to 
be vague. Former President Hoover 
last week in a speech that was broad- 
casted urged that social changes be set 
aside for the duration, on the ground 
that nothing done now will necessarily 
be suitable after the war. He was speak- 
ing of social changes in industry, but pos- 
sibly his speech is a sign that the cen- 
tralization forces are still at work under 
the surface of the war effort. Fortu- 
nately state supervision continues to 
present a record that gives no ground 
for public criticism. If there is any 
strong interest seeking to displace state 
supervision the persistent vigilance of the 
departments in eliminating bad condi- 
tions if any are found will prevent any 
grounds being established for justifiable 
criticism. 


More Business from Fewer Men 


To LIFE agents who may seem dis- 
couraged on account of the war situa- 
tion, and we all acknowledge that the 
going is rough, there is much encour- 
in the statement of General Manager 
John G. Parker of the Imperial Life of 
Canada, who showed in his recent illu- 
ininating address that last year in the 
there percent 
crease in new paid for business in spite 
of all the 


Dominion was a 17 in- 


handicaps and discourage- 


ments, the exasperation and regulations 
that are inescapable in time of war. 
One of the important features in Mr. 
Parker’s observations was that this new 
business was written with a decrease of 
25 percent in field man-power. It may 
be that we can learn a great lesson from 
That 
extra 
with 


that feature even in normal times. 
is, those in put 
work 
They got results. 


the business 
went 


on 


power and after re- 


newed force. 


When Options Are Tied Too Tightly 


Tue extreme importance of keeping 
settlement agreements up to date is 
well illustrated by a case that has re- 
cently come to light. Back in 1924 a 
physician bought a $20,000 policy. In 
1931 he made his four daughters the 
beneficiaries under the policy, which 
had previously been payable to his es- 
tate. The policy was made to provide 
that each daughter would get one-quar- 
ter of the principal when she reached 
age 30. Interest was to be payable in 
the meantime. 

That sounds like a harmless enough 
arrangement but two things happened 
which the insured had not taken into 
account. The first was that he died 
practically bankrupt at a time when the 
four daughters were all less than 18 
old and in need of the money. 
Second, he had become the father of a 
fifth daughter but had failed to include 
her in the agreement. 


years 


The widow who was general guar- 
dian, made application to have part of 
the principal applied to the maintenance 
of the five under-age beneficiaries and 
asked $70 a week for that purpose. The 
court held there was no trust and that 
while an equity court has jurisdiction 
over the estates of minors, the court 
nevertheless lacked the power to change 
a binding contract. The court refused 
to advance the performance date of the 
contract, consequently the settlement 
agreement must stand. 

The four daughters will undoubtedly 
be happy to receive $5,000 each as they 
successively attain age 30 but for all 
that this substantial amount of life in- 
surance can do the girls would starve 
to death before reaching anywhere near 
the age of 30. Undoubtedly the insured 
planned to have other insurance or por- 
tions of his general estate take care of 
the family’s livelihood during their pe- 






x 


riod of what has been called acute de- 
pendency. Changed circumstances pre- 
vented this but the settlement agree- 
ments did not keep pace. Unless the 
effected that settlement 
agreement frustrated by the in- 
sured in his attempts to keep the agree- 


agent who 


was 


ment in line with the insured’s circum- 
stances, that agent’s state of mind can- 
not be an enviable one. 
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Tightly tied up settlement agree. 
ments sometimes have their purpose 
but with them goes an obligation on the 
part of whoever is servicing the policy 
to keep the agreement consistent with 
the assured’s circumstances or else, if 
this responsibility is too burdensome, to 
recommend a type of agreement having 
sufficient flexibility to meet changed 
conditions. 


Boost from U. S. Supreme Court 


Superiority of life insurance to the 
usual run of estate assets and the neces- 
sity for including an adequate proportion 
of insurance to other assets were 
brought home in a recent decision of the 
United States Supreme Court, though 
nothing was mentioned about insurance. 
This decision, State Tax Commission of 
Utah vs. Malcolm P. Aldrich et al, held 
that the state in which a corporation is 
incorporated has the right to levy a 
transfer tax on stock at the time of a 
stockholder’s death. This reverses a de- 
cision of the same court given in 1931 
which held that such stock was taxable 
only in the state in which the decedent 
resided. 

The importance of the decision lies not 
so much in the additional amount of 
money that estates will be charged im 


the way of taxes, since many states have 
reciprocal arrangements that would min- 
imize this expense. The bad feature is 
that where a person dies owning stock 
incorporated in a number of states there 
are sure to be delays which may tie an 
executor’s hands for so lone that good 
sales opportunities will have gone by. 

If the settlement of estates is to be 
still further delayed by having to deter- 
mine the places of incorporation of all 
the stock in the decedent’s estate and 
obtaining receipts for payment of the 
tax or waivers where reciprocal provi- 
sions are applicable, there is additional 
need for life insurance to take care not 
only of immediate obligations but of a 
greater possible shrinkage than had pre- 
viously been contemplated by the es- 


tate owner. 


PERSONAL SIDE OF THE BUSINESS 





H. P. Teare, group supervisor of 
Equitable Society in Cincinnati, is an 
enthusiastic gardener, specializing in iris. 
He entered his blooms in the recent iris 
show in Cincinnati and won first prizes 
in the yellow and purple classes. 

Friends and associates of Robert J. 
Curry, assistant general agent of Aetna 
Life in Chicago, gave him .a send off 
party there Thursday. Mr. Curry June 
1 becomes general agent of the Aetna at 
South Bend. There was a fellowship 
hour followed by a buffet supper. Rock- 
wood S. Edwards, Chicago general 
agent, took part. Samuel Leland, vice- 
chairman of the Edwards agency Big 
Ten, and R. T. Shea were co-chairmen 
of arrangements. 

Dr. M. O. Bousfield, vice-president 
and medical director of Supreme Liberty 
Life of Chicago, and a member of the 
Chicago board of education, has been 
commissioned a colonel in the army and 
will be head of an all-Negro medical and 
nursing unit operating a 1,000-bed hos- 
pital at Ft. Huachua, Ariz. He is leav- 
ing for his post June 7. He has been 
given complete authority to select the 
personnel of the hospital. Dr. Bousfield 
will be honored at a testimonial banquet 
before his departure. 

Leroy C. Cushman, editor Massachu- 
setts Mutual Life, celebrated his 25th 
year of service with the company, re- 
ceiving congratulations from his asso- 
ciates and being presented a five-star 
service emblem. He entered the home 
office in 1917, for a year was a mem- 
ber of the actuarial. department staff, 
then was transferred to the medical de- 


partment. He was appointed editor in 
1924, and for many years handled pub- 
licity and general advertising. “The 
Radiator,” monthly publication for 
agents and home office personnel was 
developed from modest form to_ its 
present high state under his direction. 
The magazine has been awarded many 
certificates of merit in competitive ex- 
hibitions. Before entering home office 
work, Editor Cushman was an agent 
in Springfield, Mass. 

The “New Yorker” in its May 23 edi- 
tion carried an interesting sketch of the 
career and works of Louis I. Dubin, 
third vice-president and statistician cf 
Metropolitan Life. The author is Jcseph 
Gollomb and the sketch appears und-r 
the “Profiles’ department. Although 
written in somewhat detached vein, the 
article is highly complimentary and the 
writer was undoubtedly impressed by the 
real contributions that Dr. Dublin and 
Metropolitan Life have made to the 
national welfare. 

C. L. Madsen, district manager Equit- 
able Society, Pocatello, Ida., is recover- 
ing from an accute attack of appendicitis. 

Lester O. Schriver, Peoria general 
agent of Aetna Life, was elected a trus- 
tee of MacMurray College, Jacksonville, 
Ill. He is past president National As- 
sociation of Life Underwriters, director 
of the Life Underwriters Association of 
Peoria and president of the Greater Peo- 
ria Community Fund & Council of So- 
cial Agencies. 

L. S. Becker, general agent in St. 
Louis for Lincoln National Life, became 
ill while attending the meeting of the 
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Missouri State Association of Life Un- 
derwriters in Kansas City and has en- 
tered a hospital in St. Louis for observa- 
tion. 

Ellis D. Verink, Lincoln, Neb., mana- 
ger of Union Central Life, who spent 
10 years in China as a Y. M. C. A. rep- 
resentative, discussed the rise of Japan 
at a Kiwanis Club dinner. 

Chandler Bullock, president of State 

Mutual Life; George Avery White. 
president-elect, and Nathan T, Bascom, 
assistant treasurer, have returned from a 
trip to Washington where they exam- 
ined extensive mortgage loans held in 
that area by the company. 
_ Francis O. Graf, Worcester, Mass., of- 
fice manager of Connecticut General 
Life, has been elected a member of the 
Clark University Alumni Council for a 
three-year term. He is a graduate of the 
university, class of 1926. 

Arthur F, Hall, chairman of the board 
of the Lincoln National Life, who has 
been confined to his home with illness 
for some days, is likely to be off the 
reservation for a few weeks more. 


DEATHS 


James McGhie, 78, for nearly 40 vears 
an agent of Mutual Life in Salt Lake 
City, died from cerebral hemorrhage. 
_A. A. Heinrich, 57, special agent of 
Equitable Society at Cedarburg, Wis., 
was found dead on the second floor roof 
of a building in Sheboygan, Wis. A 
sixth floor hallway window of an adja- 
cent building was open. Mr, Heinrich 
had been a patient at a Milw aukee sani- 
tarium for a nervous condition, and had 
gone to Sheboygan to confer with E. G. 
MacDonald, unit manager of Equitable. 

Shelton M. Saufley, Sr., former Ken- 
tucky insurance commissioner and later 
publicity director of the old Inter South- 
ern Life prior to its reorganization as 
Kentucky Home Life, died at his home 
in Richmond, Ky., on his 60th birthday 
following a two year illness. 

From 1934 to 1940 he was-manager of 
the Louisville bureau of the U. S., For- 
eign & Domestic Commerce. He re- 
signed on account of ill health. 

Frank P. Goodwin, agent in Cincinnati 
for the National Life of Vermont for 
19 years, died. He formerly was a school 
teacher and superintendent in the Cin- 











cinnati schools, and several years ago 
compiled a noteworthy book on Cincin- 
nati industries for the chamber of com- 
merce there. 


CHICAGO 





DINGMAN ADDRESSES CASHIERS 
Dr. Harry W. Dingman, vice-presi- 
dent and medical director of Continen- 
tal Assurance, spoke on selection of 
risks at a dinner meeting of the Cash- 
iers Division of the Chicago Associa- 
tion of Life Underwriters. He told of 
progress made by pooling of experience 
of life companies and stressed the im- 
portance of cooperation of agents and 
agency staffs with medical examiners 
and underwriters at the home office. 
Miss E. Jones, chairman war 
bond committee, reported over 200 per- 
sons from cashiers’ offices have volun- 
teered to assist in the sale of defense 
stamps and bonds in Chicago theatres. 


THURMAN LIFE COUNCIL HEAD 


E. B. Thurman, general agent of New 
England riche Life, was elected presi- 
dent of the Chicago Life Insurance & 
Trust Council at the annual meeting 
Wednesday night, succeeding R. D. 
Cameron, Continental Illinois National 
Bank. 

Other officers elected are Harve H. 
Page, Northern Trust Company, vice- 
president; W. Cook, Mutual Benefit, 


treasurer, and R. N. Frisby, Harris 
Trust, secretary. G. S. Brown, Penn 
Mutual Life, was nominating committee 
chairman. 


Three Rivers, Mich., ed- 
itor-columnist, whose column ‘Three 
Rivers Doings” is published in the Chi- 
cago “Journal of Commerce,’ gave a 


talk. 


Chet Shafer, 


Good-Will Pieces as Prizes 

Good- will and prestige building mate- 
rial is being offered as awards to Con- 
necticut Mutual agents who have 
achieved membership in the various 
honor groups. Such material is espe- 
cially important today, with curtailment 
of travel. 





Study “Marketing Life Insurance” by 
Dr. J. Owen Stalson. $6. Order from 
National Underwriter. 
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Equitable, N. Y., Investing 
Fund in War Bonds 


Equitable Society will invest in war 
bonds an amount equivalent to the per- 
centage of earnings contributed by each 
agent in connection with the compen- 
sation and retirement contract, W. J. 
Graham, vice-president, announced. This 
also applies to the society’s contribution 


to the retirement plan. The sum to 
be invested until otherwise determined 
will amount to the equivalent of at 


least 8 percent of the agent’s earnings. 
Thus the fund, as well as Equitable’s 
premium income, will represent “double 
duty dollars.” 


Large Sum in U. S. Bonds 
Central Life of Des Moines has pur- 
chased $2,130,000 par value of new is- 


sues of U. S. government bonds this 
year. The first year premium income 
for the first four months was $151,000 


which makes the investment in govern- 
ment bonds amount to 1,410 percent of 
the first year policy incomes or $14 in 
government bonds for every dollar re- 
ceived. Gross premium income, both 
first year and renewal, for the first four 
months amounted to $1,645,000, so that 
the amount invested in government 
bonds represents 129 percent of total 
income. 


Nebraska Companies May Merge 

LINCOLN, NEB.—Insurance Direc- 
tor Fraizer has set for public hearing 
June 4 an application of Citizens Limited 
Life of Lincoln to reinsure in Guardian 
National Life, also of Lincoln. The 
contract of reinsurance involves no liens 
on policies. Citizens operated largely as 
a burial association. Its 1941 report 
showed premium income of $17,779, new 
business written $218,075 and $836,835 
in force as of Dec. 31, 1941. Guardian 
National is a mutual legal reserve com- 
pany. 


Reopen America Assurance Case 

LINCOLN, NEB.—On the ground 
that the consent decree entered in an 
action by two policyholders of American 
Assurance of Omaha, who had chal- 
lenged legality of its reinsurance by 
Republic National Life bound only the 
parties to the decree, the Nebraska su- 
preme court has directed the insurance 
department to hear the complaint of 
Mrs. Norma R. Risk, another policy- 
holder. 


Uphold Unity Life Receivership 

Receivership of Un'ty Life was up- 
held by the South Carclina supreme 
court. It was held that only those pol- 
icyholders who had continued to pay 
premiums were entitled to benefits of 
the company’s $1093.000 reserve fund. 





Assistant to President 
of Central Life, Ia. 





DES MOINES HH.” Es. 
assistant  secre- 
tary of Central 
Life of Iowa, 
has been ap- 
pointed assistant 
to the president, 
a newly created 
post. 

Mr. Whiteley 
joined Central 
Life about three 
years ago and 
has taken an ac- 
tive part in its 
field work. He 
Was agency as- 
sistant in the 
Des Moines of- 
fice of Sun Life 


Whiteley, 





H. E. Whiteley 
of Canada 1930-37 and then became dis- 
trict representative in Fort Dodge, Ia. 


Provident Life & Accident 


Dispenses with Meeting 


The 
ranged 


Provident Life & Trust had ar- 
for its 55th anniversary con- 
vention to be held at the head office 
during the summer. President R. J. 
Maclellan announces that this gather- 
ing will be dispensed with owing to the 
war situation. Instead of giving the 
trip to those qualifying to be in Chatta- 
nooga the company will award war 
saving bonds. 


National Guardian Names Counsel 


MADISON, WIS.—John C. Howdle 
has joined National Guardian Life as 
counsel. Mr., Howdle spent two years 
in the legal department of Employers 
Mutual at Wausau before entering pri- 
vate practice three years ago in Green 
Bay. He is a graduate of University of 
Wisconsin law school. His experience 
includes a time spent as security an- 
alyst for a Wisconsin investment house. 


Leaves American United Life 


Miss Eula M. Enochs, advertising 
manager of American United Life, has 
resigned to resume newspaper duties in 
southwest Virginia. 

Miss Enochs joined American United 
in 1938. She has served as editor of 
“The Fielder,” agents publication, and 
the “Home Office Magazine,’ and has 
been in charge of sales promotion and 
advertising work. 


Manufacturers Advances Three 


Manufacturers Life announces three 
new head office appointments. H. R. 
Rowan becomes assistant secretary. A. 


R. Ferguson is named agency superin- 
tendent for the British West Indies and 
Latin America and T. B. Close becomes 
staff supervisor in charge of employ- 
ment and other personnel work at the 
head office. 

Mr. Rowan joined the head office staff 
in 1919, following overseas military serv- 
ice, and was in the actuarial department 
until 1925, when it established the pres- 
ent organization in Great Britain, of 
which Mr. Rowan became the first sec- 
retary. He held that position to 1930. 
He then spent considerable time in the 
Far East, serving as acting manager in 
various fields, returning to Canada in 
1940 following the company’s. with- 
drawal from active underwriting in 
India, and was then appointed agency 








superintendent for the British West In- 
dies and Latin-America. 


Pacific Mutual Promotions 


Three new appointments at the home 
office of Pacific Mutual Life have been 
announced. 

Hart Bellinger, with the company 21 
years, becomes superintendent of the 
policyholders service department. JI. I. 
Reeve, with 17 years of service, becomes 
superintendent of the premium account- 
ing department and R. K. Frank, with 


Pacific Mutual 22 years, is promoted to 


superintendent de- 
partment. 

Miss M. G. McClintock, who has been 
superintendent of the renewal depart- 
ment and with the company 43 years, 
will assume special duties relating to the 
personnel department. The activities of 
the renewal department will be segre- 
gated along functional lines and assigned 
to ra Bellinger and Mr. Reeve respec- 
tively. 


agency accounting 


Lutheran Mutual Changes 

IF. C. Eckstein, assistant superintend- 
ent of agents of Lutheran Mutual Life, 
was relieved of those duties and was 
elected chairman of the claims commit-~ 
tee. The latter position formerly was 
held by Board Chairman Hardwig. E. 
R. Hegg, Fargo, N. D., was elected su- 
perintendent of agents. 


Conn. Mutual Buys Big Issue 


In the May 8 edition the statement 
was made that Connecticut General 
Life had purchased $4,000,000 face 
value of the so-called “tap” issue of 
government bonds. It was Connecticut 
Mutual Life that made this purchase. 


Joins Agency Staff 
of American Mutual 





William C. Ellis, formerly on the 
of i 


staff “Look” magazine and_ the 
Des Moines “Reg- 
ister & Tribune.” 
has been appointed 
to the sales sery- 
ice staff of the 
agency department 
of American Myu- 
tual Life. Mr. El- 
lis will devote his 
entire time to sales 
promotion,  prepa- 
ration of advertis- 
ing sales aids for 
the agency de- 
partment, and edit- 
ing the company’s 
field magazine, 
“American Eagle,” 
under the — super- 
vision of R. B, 
Reynolds, secre- 
tary and director of sales service, and 
H. S. McConachie, vice-president and 
superintendent of agents. 

Before joining American Mutual 
Life, Mr. Ellis was art director in the 
advertising department of the Dr. Sals- 
bury Laboratories at Charles City, Ia. 
Before that he was on the promo- 
tion and advertising department staff 
of the Des Moines “Register & Trib- 
une,’ and for a year and a half on the 
art staff of “Look.” His work has ap- 
peared in a number of popular maga- 
zines and has been exhibited in na- 
tional competition at Rockefeller Cen- 
ter in New York. 





W. C. Ellis 














APRIL N, Y. 

Sales of ordinary life insurance in New 
York City for April amounted to $36,- 
186,000 according to the estimate of the 
Life Insurance Sales Research Bureau 
released through the New York City 


SALES OFF 


Life Underwriters Association. This 
compares with $48,654,000 for April, 
1941. 


YOUNGMAN OUTING JUNE 26 

The A. V. Youngman agency of Mu- 
tual Benefit Life in New York City, will 
have its third annual outing June 26 at 
Mountain View Golf and Country Club, 








~ VIEWED FROM NEW YORK 


By R. B. MITCHELL 





New City, N. Y. Because of the gaso- 
line and tire shortage arrangements have 
been made for the party to make the trip 
by special bus from New York City. 


INSTALLATION TEA JUNE 2 


Officers will be installed at a tea and 
social meeting of the League of Life In- 
surance Women June 2 at Hotel Elysee, 
New York City, from 2 to 5 p.m. The 
officers for 1942-43 are: President, Miss 
Bertha M. Loheed, Fidelity Mutual Life; 
first vice-president, Miss Mildred Stone, 
Mutual Benefit Life; second vice-presi- 
dent, Mrs. Lillian L. Joseph, Home Life; 
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third vice-president, Miss Dorothy M. 
Boond, New York Life; treasurer, Mrs. 
Helen Wolfsohn, Equitable Society, and 
secretary, Miss Fanny Harkavy, Equit- 
able Society. 





WwooD HEADS L. I. GROUP 


W. Halsey Wood, Equitable Society, 
Hempstead, was elected president of the 
Long Island Life Underwriters Associa- 
tion at its annual meeting at Hempstead. 
Other officers elected are T. D. Heenan, 
John Hancock Mutual, Erde ad- 
ministrative vice-president; J. Wood, 
John Hancock, Patchogue, public rela- 
tions vice-president; H. Baird, 
Northwestern Mutual, Rockville Centre, 
liaison vice-president; T. J. O'Leary, 
Metropolitan, Valley Stream, secretary; 
and E. P. Rubini, Metropolitan, River- 
head, treasurer. Directors are J. E. 
Kunken, Mutual Life, Hempstead; 
George Bryon, Massachusetts Mutual, 
Roslyn; and P. C. Puzo, Metropolitan, 
Hempstead. 

G. P. Shoemaker, general agent Provi- 
dent Mutual, New York City, and educa- 
tional vice-president of the New York 
City Life Underwriters Association, 
spoke on new markets for life insurance 
selling. Guests included Miss Beatrice 
Jones, Equitable Society, president of 
the New York association and Lester 
Einstein, general agent Mutual Benefit 
Life, New York City, nominee for presi- 
dent of the New York association. 


WN U. 5. WAR SERVICE 


Donald R. Luckham, administrative 
assistant to Commissioner Caminetti of 
California, has been called into active 
service in the navy, with -the rank of 
lieutenant, junior grade. 

William J. Blythe, general agent, for 
Occidental Life at San Antonio, is a 
captain of infantry located at Third army 
headquarters in San Antonio. During 
his absence Mrs. Blythe is supervising 
the agency. 

Harold Durham has resigned as 
branch secretary in Detroit for North 
American Life of Canada to enlist in 
the armed forces. 

Maurice R. Smith, regional agency 
supervisor of Kansas City Life the past 
three years and formerly superintendent 
of agents for Modern Woodmen, has 
been called to service as a major in the 
air corps. He will report to McCarran 
Field, Las Vegas, Nev., June 6, as an 
executive officer at the air gunnery 
school. 

Major Smith joined the air service on 
graduation from Yale in 1917. While 
serving as a lighter-than-air pilot he 
assisted in designing the U. S. army 
parachute and made the first test jump. 
He served 15 months in France as com- 
pany commander of an American air 
unit. In 1925 and 1927 he participated 
for the army in the national balloon 
races. He has been given a leave of 
absence by the company. 

Thomas Minifie, former district*man- 
ager of Mutual 3enefit Life at San 
Diego, now is an ensign in the naval 
reserve and recently was appointed in- 
surance officer at the naval training sta- 
tion at San Diego. Mr. Minifie was 
with the Mutual Benefit two years in 
Los Angeles before going to San Diego 
as district manager. Prior to that he 
had been in the home office agency de- 
partment. He was for several years 
special agent and sunervisor for Ameri- 
can Surety in New York. 

George Bullock, assistant treasurer Of 
State Mutual Life, has reported for ac- 
ive duty in the army air corps at Mit- 
chel Field, L. I. He received a commis- 
sion in the air corps reserve. 

Henry W. Hume, special agent at 
Albany for Provident Mutual Life, has 
been commissioned a major in the Army 

ir Corps and left Monday for his pre- 
liminary training at Miami Beach, after 
which he will go to Randolph Field, 
Tex. Mr. Hume had R. O. T. C. train- 
ing at Yale and served in the former 
War as a lieutenant and pilot in the Air 
Corps in France. He was officially 
credited with bringing down a German 





plane and received the Silver Star dec- 
oration, 

His oldest son, Wilson, graduates 
from Yale next week and leaves soon 
after to report for officers training 
school probably at Fort Sill, Okla. 

Mr. Hume obtained his C. L. U. de- 
gree in 1934. He was chairman of the 
education committee of the Albany Life 
Underwriters Association for several 
years and is a past president of the Life 
& Trust Council. 


Walter J. Leonard, General American 
Life, Manhattan, Kan., president Kansas 
Life Underwriters Association, is ex- 
pecting to enter military service soon. 

William P. Tate, Louisville ordinary 
manager Kentucky Central Life & Acci- 
dent, has been commissioned as captain 
in the army air corps, procurement and 
assignment division. Mr. Tate formerly 
was actuary in the state insurance de- 
partment. 


John Caruthers, district manager at 
Topeka, Kan., for the Hasek agency of 
National of Vermont, who entered army 
service a year ago as a captain, now is 
a lieutenant colonel. Colonel Caruthers, 
a first lieutenant of artillery in the first 
world war, had continued activity in the 
Kansas national guard. 

Wayne Garnett, actuary for the past 
year of the Michigan department, has re- 
signed to enter the Army. He will be 
succeeded by Carl Wayne Solenberger, 
who has been in the actuarial depart- 
ment of American United Life. Mr. Gar- 
nett has already assumed his duties as 
assistant statistician for air corps ma- 
terial at Dayton, O. 

J. Powell Watson, Jr., Travelers field 
assistant at Richmond, Va., has entered 
the navy as lieutenant, junior grade. 


MANAGERS 


N. J. General Agents to Elect 


The Life Insurance General Agents & 
Managers Association of Northern New 
Jersey will elect officers at a luncheon 
meeting in Newark June 18. It is an- 
nounced that the life agencies in Newark 
and vicinity have given 27 full-time men 
to the armed forces in all branches since 
Jan. 1 














Dwinnell Heads Boston Supervisors 


The Boston Life Supervisors Club at 
its annual meeting elected James F. 
Dwinnell, Jr., assistant manager of Trav- 
elers, as ‘president; Warren R. Purcell, 
New York Life, vice-president, and 
Samuel Daniels, Equitable Society, sec- 
retary-treasurer. William E. Hays of 
New England Mutual Life led a discus- 
sion on “Agency Supervision Under 
War Economy.” 





Meese Davenport President 


Henry H. Meese of Travelers has 
been elected president of the General 
Agents & Managers Association of Dav- 
enport, Ia. Paul Otto is vice-president, 
Newell C. Day, secretary. 


Boston Cashiers Elect 

The Life Insurance Cashiers Associa- 
tion of Boston has elected H. W. 
Chader, Connecticut Mutual, president; 
pe Buchanan, Sun Life, vice-president; 
Jessie C. Berry, State Mutual, secretary, 
and Lewis W. Avard, New England 
Mutual, treasurer. 


Los Angeles Managers Meet 


LOS ANGELES—The Life Insur- 
ance Managers Association, Los Ange- 
les, made plans ata meeting for its an- 
nual ‘ ‘play day.” President F. M. Mc- 
Millan named W. M. Hammond, general 
agent Aetna Life, as chairman of a com- 
mittee to make arrangements. C. E. 
Cleeton, president Life Underwriters As- 
sociation of Los Angeles, made his final 
review of the membership campaign and 
thanked the managers association for its 
cooperation in boosting the roll to 720. 

. Alderson, chief engineer Los 
Angeles city fire department, talked on 
“Citizens’ Defense Corps.” 














Record of Earnings with the 
Western Life of a new General Agent 


Agency established February 1, 1940; rural territory. 


Earnings on Total Total 


Year Per: Prod. Per. Prod. Agency Prod. Earnings 
1940 $183,600 $1,578 $211,990 $2,182 
1941 $146,190 $2,716 $276,576 $3,804 


General agency openings in California, Oregon, Washington, 
Idaho, Montana, Utah and Wyoming. Look up our financial 
statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


HELENA MONTANA 


Assets $16,444,465 
Surplus $2,410,000 
LEE CANNON 
Agency Vice President 


R. B. RICHARDSON 
President 











Following Through 
in 742 


Indianapolis Life Insurance Company fieldmen are “fol- 
lowing through '42" in a way that is bringing splendid 
results, as indicated by the following facts: 


NEW PAID BUSINESS 
APRIL 37.5% AHEAD OF APRIL ‘41 
FOR YEAR TO MAY Ist—25.8°%% AHEAD 


RENEWAL LAPSE RATIO 
LOWEST IN COMPANY'S HISTORY... 


GAIN OF INSURANCE IN FORCE 


Almost double gain for first four months of 1941, bring- 
ing total Insurance in Force to over $123,000,000.00. 


Only 3.02% 


Sales plans and home office cooperation are geared to meet 
present day conditions. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A Legal Reserve, Mutual Company 
Organized in 1905 


EDWARD B. RAUB 
President 


A. H. KAHLER 


2nd Vice-President 
Supt. of Agencies 


Agency opportunities in Indiana, Illinois, Ohio, 
Michigan, Minnesota, lowa, Texas and California. 
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LIFE AGENCY CHANGES 





Earls to Navy: 
R. H. Love Manager 


of Cincinnati Unit 


CINCINNATI—Ralph H. Love has 
been appointed agency manager of the 
William T. Earls agency of Connecticut 


Mutual Life in Cincinnati. Mr. Earls 
left Monday for service with the Navy. 

Mr. Love is completing his seven- 
teenth year in the business. A native 


Cincinnatian in recent years he has been 
assistant general agent of Penn Mutual 
in the Cincinnati office. Prior to his re- 
turn to Cincinnati four years ago, he had 
managerial as well as personal produc- 
tion experience in Boston and Hartford. 

Mr. Love, with G. Caldwell Sherrill, 
agency supervisor, and William P. 


Shields, 





R. H. 


Love W. T. Earls 


the 
Earls. 


partment, will administer 
during the absence of Mr. 

Commissioned a lieutenant, junior 
grade, Mr. Earls is reporting to Wash- 
ington headquarters of the Navy depart- 
ment for training prior to assignment for 
active duty. 

Mr. Love is a well known golfer. He 
is a director of the Buckeye Club of Cin- 
cinnati. He holds the C. L. U. designa- 
tion. 

Mr. Love started _ Phoenix Mu- 
tual in Cincinnati in 1925. A few years 
later he became sadatune manager for 
the Prudential ordinary office in Massa- 
chusetts, Rhode Island and Connecticut. 
In 1928 he went to the Cincinnati office 
of Penn Mutual as assistant general 
agent. Last year he led the agency in 
personal production. 

Before entering the insurance busi- 
ness, he was golf editor for the Cincin- 
nati “Post.” 

Mr. Earls has made a splendid record, 
moving the agency up from 34th place 
to 4th place in production for Connecti- 
cut Mutual. 


agency 


J. E. Brownell Pittsburgh 
Head of Manufacturers 


John E. Brownell, C. L. U., has been 
appointed branch manager for Manufac- 
turers Life at Pittsburgh, succeeding 
W illiam M. Milligan who was appointed 
branch manager at Detroit. 


manager of the brokerage de- 


Fowler to Omaha 
for John Hancock 


William A. 


general agent 


Fowler has been appointed 
John Hancock Mutual at 
Omaha, succeeding 
Walter I. Black, 
who resigned to en- 
ter the Army. 

Mr. Fowler is a 
eraduate of the 
University of Min- 
nesota and entered 
the business with 
John Hancock in 
Minneapolis. After 
four vears, he en- 
tered the home 
office in the agency 

- ; department. F or 

W A. Mowler 3% vears he work- 

ed with the general 
agents throughout the United States, 
conducting classes and studying manage- 
ment problems. 

A year ago Mr. Fowler became assis- 
tant manager of the life department of 
Moore, Case, Lyman & Hubbard, a Chi- 
cago general agency of the John Han- 
cock. His duties were in connection with 
the organization and training of full- 
time agents. 





McWhirter General Agent 
of Home, N. Y., in Atlanta 


George H. McWhirter has been ap- 
pointed general agent in Atlanta, Ga., 
by Home Life of 
New York. Agency OE a 
offices will be lo- 
cated in the 
Rhodes - Haverty ; | 
building. Mr. Mc- 
Whirter entered 
the life insurance 
business in 1930 
after six years’ ex- 
perience in the 
furniture industry 
with a firm special- 
izing in educational 
facilities for chil- 
dren. He paid for 
over $200,000 in his 





MeWhirter 


G. H. 


first year, and in 1933 became an agency 
organizer for New York Life, later 
transferring to Raleigh, N. C. He was 


in charge of the Raleigh organization for 
New York Life until this year and in 
his connection with Home Life he re- 
turns to his home community. 

He is a graduate of University of 
Georgia, where he became Phi Beta 
Kappa. Mr. McWhirter received the 
C. L. U. designation in 1941. 


Liggett Takes Southeast 


Texas for Southland 


Southland Life is establishing a new 
and larger southeast Texas territory 











Mr. Brownell is well known in life With headquarters at Houston and with 
ins urance circles in Pittsburgh, having D. G. Liggett as agency manager, 
been in the business ten years. For the Mr. Liggett has been one of South- 
last seven years he has been assistant !and’s most successful agency managers 
manager of the Prudential ordinary during practically all of his 15 years’ 
agency. "service with the company. He is a past 

AVAI 
LIFE INSURANCE EXECUTIVE AN EDITORIAL POSITION 
pie anger gy Hn pn goon Me grog IS NOW OPEN WITH THE 
known Iflinois life insurance company. Married, draft 
deferred. Excellent reference. Prefer connection with I N S U R A N C E R & R 


home office or as manager of branch office in Chicago area. 
Address P-83, care National Underwriter, 175 W. Jack- 
son _Bivd., Chicago, Illinois. 











If you are interested in securing the manage- 
ment of a 17 year old assessment legal reserve 
life insurance company with a substantial amount 
of insurance in force, write P-85, The National 
Underwriter, 175 W. Jackson Blvd., Chicago, IIl. 





SERVICE 


The man we want probably is now in the 
Sales Promotion Department of a Home 
Office, has had a background of field ex- 
perience, is preferably a C.L.U., is be- 
tween 28 and 40, must have the capacity 
to write sound and compelling copy and 
must meet highest character standards. 
Income in keeping with the type of man 
desired. All correspondence confidential. 
Address: Paul Speicher, (Personal), 123 
W. North St., Indianapolis, Ind. 
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WIEDEMANN 


R. F. E. 


R. F. E. Wiedemann becomes the agency 
manager of Equitable Society in San Fran- 
cisco, and Arthur D. Hemphill takes charge 
of a re-established agency at Oakland, Cal. 


state president Junior Chamber of 
Commerce, and is president East Texas 
Life Underwriters Association and ac- 
tive in many civic organizations. With 
Ross Priddy, agency manager for Dal- 
las territory, he was joint winner of the 
agency managers’ trophy for 1941, 
which is given in recognition of excel- 
lence in all branches of agency man- 


agement. Mr. Liggett will make his 
home in Houston. 


Equitable Society Makes 
Several Field Changes 


Several field appointments have been 
made by Equitable Society. Stanley E. 
MacVey has been appointed field assis- 
tant with headquarters at Mankato, 
Minn., under supervision of T. J. Snils- 
berg, district manager of the Streeter 
agency at St. Paul. F. A. Bigelow be- 
comes field assistant with headquarters 
at Rochester, Minn., under supervision 
of J. A. Engles, district manager. 

Three district managers have been 
named. Harry F. Goss takes over the 
unit of Captain Aubrey J. Rawlings, 
Lawton, Okla., who has been called into 
the service. Mr. Goss has headquarters 
at Chickasha, Okla. 

S. B. Turk becomes district manager 
with headquarters at Springfield, Mo. 
He takes over the unit formerly man- 
aged by M. S. Nelson, son of M. A. 
Nelson, agency manager at St. Louis. 
M. S. Nelson has been called into the 
service as a chief petty officer in the 
navy in charge of recruiting at Spring- 
field, Mo. 

Michael Ellis 
ager of the Kellogg 


becomes district man- 
Van Winkle agency 





ARTHUR D. 


HEMPHILL 


Mr. Wiedemann has been Washington, D. 
C., ageney manager for the last year and 
Mr. Hemphill was district manager at Kan- 
sas City for eight years. 


of Los Angeles, with headquarters at 


Bakersfield, Cal. 
Beaumont to Retire June 1; 
Office Being Closed 


Sterling H. Beaumont, Arkansas and 
Texas general agent of Home Life of 


New York since 1898, will retire June 
1. His agency at Little Rock will be 
closed for the duration. Policyhold- 


ers in the area will be serviced by the 
New York office. 

The decision to close the agency also 
relates to the leave recently granted 
Sterling Updyke. associate general 
agent, to enter the army as a captain. 





A. E. Jensen in Vermont 
Post for Penn Mutual 


A. E. Jensen. home office super- 
visor of Penn Mutual Life at Sioux 
Falls, S. D., has been made general 
agent of that company in Vermont. 

A graduate of Northern Teachers 
college at Aberdeen, S. D., Mr. Jensen 
entered the business at Watertown, 
S. D., in 1932. He moved to Sioux 
Falls in 1935 as district manager in 
charge of the southern half of South 
Dakota and southwestern Minnesota. 
He has been home office supervisor 
since May, 1941. 


Rowe Agency Organizer 


George F. Rowe has been named 
agency organizer of New York Life 
with headquarters | in Milwaukee. Wal- 
ter Weissinger is in charge of the Mil- 
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waukee branch. Mr. Rowe has been as- 
sociated with the company for 20 years 
and has been one of its leading pro- 
ducers in the northwest department. 





Bankers of Nebraska 


Makes Appointments 


Bankers Life of Nebraska has ap- 
pointed Myron O. Bickel as general 
agent at Cedar Rapids, Ia. 

While a student at Nebraska Wes- 
leyan University and University of Ne- 








MYRON O. BICKEL 


braska he held a part-time contract which 
permitted him to sell life insurance dur- 
ing his spare time. He receiv ed his A.B. 
degree from Wesleyan in 1934 and then 
entered law school at Nebraska Univer- 
sity. During the summer of 1937 he 
completed the short term course in in- 
surance law at the University of Iowa. 
He received his L.L.B. degree in 1938. 

Mr. Bickel operated the general insur- 
ance dep artment of the Commonwealti 
pri in Lincoln. In 1941 he joined 
Pyramid Life of Topeka as agency su- 
pervisor in charge of Missouri, with 
headquarters in Kansas City. 

Lynn P. Zenner has been appointed 
general agent at Sioux Falls, S. D. He 
entered the life insurance business in 
1937, previously having been in other 
business and also a teacher. Lately he 
has been district manager for North- 
western National at Sioux Falls. 





Gets Washington, D. C. 
Post with Equitable, N. Y. 

















FRED G. 


Fred G. Holderman, Jr., has been ap- 
pointed agency manager by Equitable 
Society at Washington, D. C., succeed- 
ing R. F. E. Wiedemann, who was 


HOLDERMAN, JR. 


transferred as agency manager to San 
Francisco. Mr. Holderman for six 
years has been assistant agency manager 
of the A. M. Embry agency of Kansas 
City. 

He started in the business in 1932 at 
Wichita after several years in the bond 
business. He worked as an agent in 
Wichita and western Kansas and Meade 
county, Kan., where he was raised. At 
the end of a year and a half, Mr. Holder- 
man was transferred to Pittsburg, 
Kan., where he became district manager, 
taking over southeastern Kansas and 
nine counties in Missouri. He hired 29 
men in two years and built an organiza- 
tion to $1,750,000 in that time. 

Mr. Holderman became assistant 
agency manager in Kansas City Jan. 1, 
1936. He built an organization to around 
$3,000,000, ranking high in the central 
and western departments of Equitable. 
He was leader for several years in new 
organization and hiring and training of 
men. 

His personal production averaged 
around $250,000 annually and he is going 
at a half million pace this year. 

Mr. Holderman was graduated from 
University of Kansas in 1925, majoring 
in economics and business administra- 
tion. He organized a life underwriters 
association in Pittsburg, Kan., and was 
its first president, and also is active in 
Missouri state association work. 

Mr. Holderman has spoken on nu- 
merous occasions at state association 
meetings and sales congresses and ad- 
dressed the state meeting at Racine last 
week. 


C. J. Payne to Los Angeles 
for Prudential 


Charles J. Payne, who has been man- 
ager in St. Louis for Prudential, ordi- 
nary, has been appointed manager for 
ordinary office A in Los Angeles. He 
takes the place of Claude R. Fooshe, 
who has retired. 





Thorescn to Great Northwest 


C. N. Thoresen, with California-West- 
ern States Life in Spokane, Wash., since 
1938, has left that company to become 
supervisor of the home office agency of 
Great Northwest Life. 





Carter Is Hammond's Aide 


Charles M. Carter has been appointed 
assistant general agent of the Wilmer M. 
Hammond general agency of Aetna Life 
in Los Angeles, his territory including 
Pasadena, Pomona Valley and San 
Bernardino and Riverside counties. 

Before associating with the Aetna, Mr. 
Carter was manager of the Fidelity Mu- 
tual Life at Portland, Ore., for two 
years. Prior to going west he was in 
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charge of a district agency for Equitable 
Society in Pennsylvania for a number of 
years. 





Hippen S. D. General Agent 


Theodore J. Hippen, Sioux Falls, has 
been named general agent in South Da- 
kota by Monarch Life. He was em- 
ployed by the Morrell Packing Company 
until a year ago when he began work for 


ACCIDENT 


New Edition of 


“Time Saver” Now 
Is Off the Press 


For almost 20 years each annual edi- 
tion of the Time Saver has provided 
accident and health salesmen with ac- 
curate, complete analyses of the dis- 
ability policies written by the leading 
companies. This covers the period of 
greatest expansion for the accident and 
health business, 

The new 1942 Time Saver is just off 
the press. It contains the concise de- 
scriptions of the policies of more com- 
panies than any previous edition. A 
feature of the book is that it shows 
every commercial policy written by a 
company. Agents prefer a book that 
shows all the policies of each company 
rather than a few selected so-called 
leading policies. Policies of stock, and 
mutual companies, associations and 
companies writing business by mail are 
included. 











_By giving rates for all ages and 
“limitations” or exclusions for every 
policy, the description in the Time 


Saver method of analyses provides the 
active agent with the accurate data 
about contracts every producer needs. 
Policies of two companies which have 
not appeared in previous editions are 
included in this year’s edition. These 


are World of Omaha, and North 
American Life & Casualty, Minneap- 
olis. 


Full descriptions of the policies of all 
the big companies are in the Time 
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WILL THE WIND BLOW? 


HAT’S often impossible to pre- 
dict, just as it’s often im- 
possible to predict in advance the 
policy that will best meet a pros- 
pect’s requirements. But Ameri- 
can United Life agents are fortu- 
nate in having a complete line of 
participating and non-participat- 
ing plans to fit any situation—no 
matter how the wind blows. And 
they’re fortunate, too, because 
they enjoy large renewal com- 
missions during the early years of 
each contract. Write for details. 
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Saver and also the policies of many of 
the moderate sized and smaller com- 
panies. 

Non-cancellable, guaranteed renew- 
able contracts are described thoroughly. 
Amount of premiums written by the 
non-cancellable guaranteed renewable 
companies with losses paid on that type 
of business is shown, A popular part 
of the book is the financial statements 
of all the disability writing companies 
including the non-profit hospitalization 
associations. 

One section devoted to company in- 
formation gives lists of company off- 
cers, states in which company is li- 
censed, etc. A special section explains 
the disability clauses of life policies of 
the leading companies. 

The book contains almost a thou- 
sand pages of policy and other acci- 
dent and health information which 
makes it the standard reference hand 
book of the business. 

The 1942 Time Saver sells for $4. 
It is published by The National Un- 
derwriter Company, 420 East Fourth 
Street, Cincinnati, Ohio. 


Setup for Annual Meeting 
of National Association 
in Detroit Is Announced 


DETROIT—Because of the big prob- 
lems facing the business today, a large 
attendance is expected at the annual 
a of the Or ge Association 

Accident & Health Underwriters at 
he Hotel Statler here June 29-30, ac- 
cording to Roy J. Long, Great Northern 
Life, general chairman. 

W. S. Faber, genera! chairman of the 
program committee, has announced that 
while there will be no formal convention 
sessions June 28, all who can do so are 
urged to check in and register that day. 
The Detroit Accident & Health Asso- 
ciation, host for the occasion, is planning 
an informal social get- -acquainted session 
on the afternoon of June 28, followed 
by a moonlight boat ride on the Detroit 
river and Lake St. Clair or Lake Erie 
in the evening. 

The regular convention sessions will 


HANKERS IFE 


NEBRASKA 











get under way the morning of June 29. 
In keeping with the times, the conven- 
tion program proper has been stream- 
lined this year into two fast-moving days 
instead of the usual three days. 

At a luncheon June 29, T. Russ Hill, 
president of Martin-Parry Corporation 
and Rexair, Incorporated, will speak. 
He is a nationally known figure. 


Speakers for Monday Afternoon 


That afternoon speakers on the pro- 
gram will be W. G. Alpaugh, Inter- 
Ocean Casualty, president of the 
Health & Accident Underwriters Con- 
ference; W. F. White, Globe-Indem- 
nity, chairman of the Bureau of Per- 
sonal Accident & Health Underwriters; 
Harold R. Gordon, Chicago, secretary 
of the Conference, and George L. 
Dyer, Columbian National, St. Louis, 
vice- president of the National associa- 
tion. The executive session of the as- 
sociation will be held at 4 p.m. 

The final day of the convention will 
be the annual sales congress of the De- 
troit association. This will be its eighth 
annual sales congress and will be de- 
voted to presentation of concrete sales 
ideas that every agent interested in the 
sale of accident and health insurance 
can take back home with him and turn 
into commissions on increased sales. 

Speakers for the final day include 
E. H. O’Connor, Provident Life & Ac- 
cident: S. C€. Carroll, vice-president 
Mutual Benefit oe & Accident, and 
Frank Mueller, superintendent of 
agents of Continental Casualty. Efforts 
are being made to secure a group of 
Kansas City members to present their 
panel on “Meeting Objections.” 

The annual banquet will be held Tues- 
dav evening, June 30. 

It is not necessary to be a member 
of the National association or of a local 
association to attend the convention. All 
agents interested in learning more about 
accident and health business and in in- 
creasing their sales and volume in this 
growing branch of the business are in- 
vited. Those planning to visit Canada 
while in Detroit should have their birth 
certificates, and, if driving, automobile 
registration papers. 





Two Promotions Announced 
by Union Mutual Life 


Frank E. Shreve has been apnointed 
assistant superintendent of agencies in 
charge of monthly-premium accident and 


health business of the Union Mutual 
Life. Since 1936 he has served as 
agency supervisor for the company in 


several eastern and mid-western states, 
residing in Erie, Pa. He has had many 
years of successful sales experience in 
the field and at one time was a general 
agent. His original sales thinking has 
given him considerable recognition in 
the field. Best known of his ideas has 
been his “House of Life” sales talk 
which is generally recognized as one of 
the most effective in the business. 

John P. Brady will become manager 
of claims in the accident and health de- 
partment, succeeding Victor R. Weston, 
resigned. Mr. Brady became claims ad- 
juster of Massachusetts Accident in New 
York City in 1934 and was transferred 
to Boston as claims manager when Un- 
ion Mutual took over the business of 
that company several years ago. A 
graduate of Cornell University in civil 
engineering, Mr. Brady was an engineer 
on large construction jobs until 1932, 
when he entered accident and health in- 
surance as an agent in New York City. 

Both men will move to Portland and 
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LEGAL RESERVE FRATERNALS — 





Equitable Reserve 
Quadrennial 


Equitable Reserve of Neenah, Wis., is 
observing its 45th anniversary and will 
hold its quadrennial supreme assembly 
at Hotel Loraine, Madison, Wis., June 
1-3. Norton J. Williams, president, will 
preside and with other officers will ren- 
der reports. The Madison degree staff 
will initiate a class the first evening and 
there will be a banquet and entertain- 
ment the second night. 

Trustees will meet the first morning. 
Governor Heil and Commissioner Duel 
of Wisconsin are scheduled to extend 
welcome the second morning with re- 
sponse by Judge L. D. Verdier of Grand 
Rapids, Mich. * After appointment of 
convention committees G. H. William- 
son, vice-president and medical exami- 
ner, will preside while President Wil- 
liams and Secretary G. A. Comstock 
render reports, and then will speak. In 
the afternoon with President Williams 
presiding there will be reports by John 
S. Tolversen, treasurer, and various 
committees, and the election of supreme 
officers. 


To Inspect State Capital 


There will follow a tour of the state 
capital building, and a banquet in the 
evening with N. E. Maloney, district at- 
torney, as toastmaster. S. A. Oscar, sec- 
retary of National Mutual Benefit, Madi- 
son; Walter C. Below, president Fidelity 
Life, and Commissioner Duel will ex- 
tend greetings. J. Earle Brown, Lan- 
sing, Mich., will speak. Judge A. H. 
Goss will install the new supreme offi- 
cers and President Williams will give a 
talk, 

The third morning D. W. Dunham, 
publicity manager and editor, will report. 
In the afternoon there will be other re- 
ports, appointment of supreme assembly 
committees and miscellaneous business. 

A 30-page brochure commemorating 
the 45th anniversary has been pub- 
lished by Equitable Reserve It con- 
tains pictures of the handsome home 
office structure, President Williams and 
the other officers, with their biograph- 
ies. A history of the order which, first 
was known as the Equitable Fraternal 


will take about 


June 1. 


up their new duties 


Boston Claim Men Elect 

BOSTON—The Boston Life & Acci- 
dent Claim Association at its annual meet- 
ing elected Vincent A. Fay, Equitable 
Society, as president to succeed G. Owen 
Flynt, Monarch Life. William I. New- 
ton, Craftsman, was elected vice-presi- 
dent; John S. Whittemore, Eastern 
Commercial Travelers, secretary, and 
George Bacon, treasurer. 








PERTINENT FACTS— 
SUPREME FOREST 
WOODMEN CIRCLE 


Giocs Ascelé sci. owls $ 35,970,114.50 
Protection in Force....... 104,427,445.00 
Total Membership ....... 131,789 


Organized into 2,624 Groves in 44 states 
Benefits paid in 1941 to members and 


beneficiaries ............ $1,899,047.27 
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Mamie Long, National Secretary 
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Union, is included. It was incorpo- 
rated by nine business and professional 
men of Neenah with F. T. Russell, 
president of the Neenah Paper Com- 
pany, as supreme president. 





Artisans Order to Increase 
Premium Rates July 1 


Artisans Order of Mutual Protection 
July 1 will make effective an increased 
scale of premium rates for new mem- 
bers. The increase is due to lower in- 
terest trend and a desire to provide 
greater security. The $500 certificate 
was retained for new members, as well 
as for juniors transferring to senior 


membership. The new scale is: 

Whole 20 Whole 20 
Age Life Pay Age Life Pay 
1Dicvca Ds 9.20 35....$ 8.15 $11.45 
19... 885 9.3 | 3.385 611.65 
20.006 6.05 9.40 Sissies. SO 2060 
Aas Me 2955 38.... 880 12:00 
Basses (Gse0 9.65 39. 9.05 12.20 
Shc2 S40 SETS 40. 9.30 12.45 
Sf... 1660 29585 41. 9.50 12.65 
25.... 6.60 16.60 42. 9.80 12.90 
26 6.75 10.10 43.65. 10405 13.45 
27 6.85 10.25 44 10.50 13.40 
28.56. 00 10585 46..c0 LORS 13270 
0.54. “tS 2050 46 11.20 13.95 
30..0%. 80 “LOIG5 AT... 0+ 160 T4080 
Sl... T45 10.86 48.... 12.00 14.60 
Soc... SEBO S2095 49.... 12:45 14.95 
Beare 780: 1140 50.... 12.90 15.35 
34 7.95 11.30 





Royal Neighbors Issues 
$1,000,274 Check for Bonds 


Royal Neighbors, Rock Island, Ill, 
has purchased $1,000 ,000 of the new U. S. 
Treasury 2% percent registered bonds of 
1962-67 issued under the second liberty 
bond act. Purchase was made only four 
days after subscription books opened. 

The check in amount of $1,000,274 was 
the largest ever issued by the society 
and its signing by Miss Erna M. Barthel, 
supreme recorder, was made a ceremonv 
witnessed by members of the board of 
supreme managers, Mrs. Margaret Gor- 
man, Chicago, chairman, Mrs. Edna E. 
Walsh, Kansas City, vice-chairman; 
Mrs. Frances R. Torkelson, Lincoln, 
Neb.; Mrs. Jessie L. Mitchell, Brighton, 
Mich., and Mrs. Alice C. Nash, Hopkins, 
Minn. 





Mrs. Broderick Heads Order 


Mrs. Agnes L. Broderick, Newton, 
Mass., was elected high chief ranger 
of Massachusetts Catholic Order of 
Foresters at the convention in Swamp- 
scott Monday. Other new officers are: 
High vice-chief ranger, Charles L. 
Riley, New Bedford; secretary-treas- 
urer, Joseph J. Forrester, Quincy; se- 
nior conductor, Edward G. Shea, 
Springfield, chaplain, Rev. Harry M. 


aed 29, 1942 


O’Connor, Holy Cross Cadi bad 
ton; medical examiner, Dr. Eugene F, 
Gorman. Mrs. Broderick is a member 
of Our Lady of Peace court, Brighton. 





Ben Hur Convention to Be 
Held at Home Office 


The quadrennial meeting of Ben Hur 
Life will be held in the head office city, 
Crawfordsville, Ind., for several days 
starting Oct. 20. The executive com- 
mittee will meet some time this month 
to apportion the representation. Off- 
cers will be elected at the convention. 
William E. Rider is president. 

T. W. Callahan, Warren, O., has been 
appointed northeastern Ohio manager. 
He has been a Ben Hur field representa- 
tive since 1934. 


Greer Arkansas Manager 


F. C. Greer, representative at Little 
Rock, Ark., has been appointed state 
manager there to succeed A. S. Brad- 
shaw, who was promoted to the home 
office as assistant to the president in 
general field supervision work. 

Ben Hur just held its annual Indiana 
convention in Terre Haute last week- 
end. President Rider, Paul Stump, 
treasurer; P. O. Bowers, secretary; Mr. 
Bradshaw and Ann Hocker, national di- 
rector of junior work, were on the pro- 
gram. 


Junior Order 89 Years Old 


Junior Order United American Me- 
chanics is celebrating its 89th annivers- 
ary. Its first council was formed in 
Concord schoolhouse, Germantown, 
Pa, May 17, 1853. It was known as 
Washington Council No. 1 and was or- 
ganized by 12 boys. The oldest sur- 
viving council now is Relief Council 
No. 2 of Philadelphia. In 1860 the 
state council of Pennsylvania was 
formed and in 1869 the National Coun- 
cil at a meeting in Philadelphia. 








Norrington Back in Detroit 


Ralph M. Norrington, field director 
of Royal League of Chicago for the 
last year or two, has resigned and re- 
turned to Detroit. He formerly di- 
rected field operations for Gleaner Life. 
Mr. Norrington has not announced his 
future plans. 





Wisconsin Group Has Session 


The Wisconsin Fraternal Life Un- 
derwriters Association of Aid Associa- 
tion for Lutherans held its semi-annual 
meeting in Fond du Lac with A. 
Blankenburg, Appleton, president, pre- 
siding. Home office officials who ad- 
dressed the agents included Alex O. 
Benz, president; Leroy G. Stohlmann, 
secretary, and J. D. Reeder, actuary. 
Postmaster J. C. Kiley of Fond du Lac 
spoke at a luncheon. 
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NEWS OF LIFE ASSOCIATIONS 





Brennan Is Head 
of Chicago Slate 


James H. Brennan, manager of Fidel- 
ity Mutual Life and first vice-president 
of the Chicago Association of Life Un- 
derwriters, is slated for election as presi- 





BRENNAN 


JAMES H. 


dent at the annual meeting June 16. He 
will succeed W. N. Hiller, Penn Mutual. 
Mr. Hiller will become board chairman. 

The slate prepared by the nominating 
committee, of which W. M. Houze, gen- 
eral agent of John Hancock Mutual, i 
chairman, also includes: First vice-presi- 
dent, Louis Behr, Equitable Society; 
second vice-president, J. D. Moynahan, 
Metropolitan, president National Society 


of C.L.U., and treasurer, George L. 
Grimm, New England Mutual. : 

Nominated for directors are: One 
year, Edward Carnal, Occidental Life, 
Cal.; two years, E. M. Berger, Pruden- 
tial; R. C. Frasier, Great- West: ES 
Fredrickson, New York Life; E. J. 


Grandson, Union Central; A. R. Houle, 
Massachusetts Mutual; P. J. McNamara, 
Metropolitan; R. R. Reno, Jr., Equitable 
Society; Lorraine L. Sinton, Mutual 
Benefit, and G. T. Vermillion, Mutual 
of New York. 

Directors who hold over are: J. M. 
Caffrey, John Hancock; R. J. Curry; 
Aetna Life: Frederick Gould, New Eng- 
land Mutual; Earl Juers, State Mutual; 
Mare A. Law, National of Vermont; H. 
K. Nickell, Connecticut General; J. F. 
Ramsey, Mutual Benefit, and C. J. Zim- 
merman, Connecticut Mutual, past presi- 
dent National Association of Life Un- 
derwriters. 


Plan Texas Leaders Parley 


The 1942 Leaders Round Table of 
Texas will hold its annual meeting at 
Lubbock June 4 in connection with the 
state association gathering. Helping 
life insurance salesmen do a still better 
job of selling under war-time conditions 
will be the theme. 

Hilbert Rust, R. & R. Service, will 
talk. Charles E. Seay, Southland Life, 
is the current chairman. The 1942 
Round Table has 89 members. 


San Francisco—W. H. Brock, Jr., Union 
Central Life, president-elect and the 
other newly elected officers, will be in- 


stalled at a general membership meet- 
ing June 11. 
The O. O. Orr Trophy, presented by 


0. O. Orr, retired manager of Prudential, 
will be awarded to the association mem- 
ber securing the largest number of new 
paid members June 1-30. Last year Mr. 
Orr also presented the association $50 
to accompany the trophy, which was 
won by Fred Fay of Sun Life in member- 
ship work. This year Mr. Orr is giving 
two war bonds of $50 and $25. 


La Bounta Elected 


Minnesota President 
MANKATO, MINN.—Leon W. La- 


Bounta, Minneapolis general agent Penn 
Mutual Life, was elected president of 
the Minnesota Association of Life Un- 
derwriters at the annual meeting here. 
John Steger, St. Paul general agent New 
England Mutual, was named first vice- 
president, and four other local associa- 
tion presidents, including Donald Barnes, 
Provident Mutual, Duluth, also were 
made vice-presidents. Bert H. Odell, 
agency superintendent North American 
Life & Casualty, was elected secretary- 
treasurer. Carl Kleifgen, St. Paul man- 
ager Metropolitan and retiring presi- 
dent of the state association, was put 
on the executive committee. 

Reports of officers indicated the past 
year was one of the best the Minnesota 
association has experienced. There was 
a 40 percent gain in members, from 319 
to 443, and the finances of the associa- 
tion are in healthy condition. It was 
decided to hold another week’s short 
course at the University of Minnesota 
next fall, the first one last October 
having met with marked success. 

Life insurance tax proposals now be- 
fore congress were discussed at length; 
also the sale of war bonds. Paul H. 
Dunnavan, Canada Life, Minneapolis, 
was endosed for National association 
trustee. The educational part of the 
annual meeting was given over to the 
round table discussion of war-time sales 
problem conducted by members of the 
Minneapolis association. 


W. K. Beck ow Head of 
South Dakota Group 


W. K. Beck of Sioux Falls was 
elected president of the South Dakota 
State Life Underwriters Association at 
the sales congress and annual meeting 
in Sioux Falls. The new vice-presi- 
dents are C. W. Poole of Aberdeen, 
M. J. Becker of Rapid City, and Guy 
Hanson of Mitchell. Lynn P. Zenner 
of Sioux Falls is secretary. 

Mr. Beck who is special agent for 
New York Life, succeeds Arthur H. 
Mitchell of Brookings. 

About 70 attended the meeting which 
was climaxed by a banquet, dance and 
entertainment program, H. A. Hedges, 
Kansas City, National secretary, was 
chief speaker at the banquet. 

Earl W. Lemonds, Sioux Falls, past 
state president and chairman of the 
program, presided at the business ses- 
sions. Talks were given by Dan Ma- 
son, New York, educational director for 
Equitable Society, on “Life Insurance 
Is Safe;’ G. H. French, Sioux Falls, 
agency director of New York Life In- 
surance company, on “Change;”’ C, A. 
Christopherson, Sioux Falls editor, on 
“Tyranny vs. Civilization;’ and Fred 
G. Warren, Sioux Falls, on “Life In- 


surance and Taxation.” 

Topeka, Kan.—Judd C. Benson, mana- 
ger of the home office agency of Union 
Central Life, spoke on ‘Present Day 
Plans and Sales Ideas.” A nominating 
committee was named, and. the annual 


meeting will be held in June. 
Milwaukee—Gifford T. Vermillion, 
Chicago manager of Mutual Life of 
New York, gave a talk on “Motivation 
That Gets Action.” In the afternoon he 
spoke on “Approach for Keymen Insur- 
ance” before the General Agents & Man- 
agers Association, and in the evening 
at the Milwaukee Sales Managers Asso- 
ciation past presidents night. He re- 
viewed the success of the organization 


for the past ten years. He was its 
president in 1937. 
Nashville, Tenn.—‘“To sell insurance 


under present conditions an agent must 
be able to make his mind ‘day-tight’ to 
unfavorable present-day conditions for 
at least six hours of each work day, ” de- 
elared John H. Jamison, manager of 
field training of Northwestern Mutual. 
He declared the ability of any agent to 


sell is governed by his ability to over- 
come mental hazards created by the war, 
possibility of inflation, and other adverse 
factors. 

Vice-president R. S. Brown of Equi- 
table Society, heads both the “Red” and 
“Blue” tickets for the election in June. 
Mr. Brown, as chairman of the member- 
ship drive, reports 230 members, equal 
to the very best years of the association. 


California—The annual 
be held June 26-27 at the Ambassador 
Hotel, Los Angeles. Harold Saul, gen- 
eral agent John Hancock Life, Los An- 
geles, is now president. 


meeting will 


Dallas—At the annual meeting May 29 
Adam Rosenthal, St. Louis manager 
Acacia Mutual, will speak on “Seeing Is 
Still Believing.” 

“Prospecting Under War-Time Condi- 
tions” was discussed at a sales forum 
by Guy Goldstandt, Equitable Society; 
H. M. McCord, Connecticut Mutual, and 
Charles E. Seay, Southland Life. 

John Arden, Southwestern Life, was 
elected director at a special board meet- 
ing to succeed Campbell Green, South- 
western Life, resigned. 

A resolution was adopted condemning 
brokerage activities of life managers 
among fire agents. The resolution held 
that such solicitation is bad for the life 
business and the agency system. 

Harold Sharpe, president Fort Worth 
association, was endorsed for the presi- 
dency of the Texas association. 


N. C.—B. T. Woodall 
president, succeeding 


Winston-Salem, 
has been elected 
George Elliott. 

W. L. Anderson and Charles Pope are 
vice-presidents; Henry Kapps, secretary- 
treasurer. 


Cincinnati—Branch 
ident and general manager of the St. 
Louis Cardinals will speak Friday on 
“Your Score Board.” 

Springfield, I1l.—The necessity of keep- 
ing in close touch with old policyholders, 
especially those with small policies, and 
in maintaining their good will was 
stressed by Dr. J. H. Pearce, blind Con- 
necticut Mutual associate general agent 
of Peoria. He has been totally blind for 
more than 25 years but is one of the most 
successful insurance men in Illinois. 

“Men do not see with their eyes,” he 
said, ‘they see with their minds. Unless 
there is vision you do not see. You need 
only courage and faith, faith in God, 
faith in your business. Faith will see 
you all the way through.” His wife is 
his partner in business. 


Rickey, vice-pres- 


Youngstown, 
Cleveland general 
Life, discussed 
Life Insurance 
ditions.” 


o0.—W. Allen Beam, 
agent State Mutual 
“The Problem of Selling 
Under Present Day Con- 





Colorado Springs, Col.—W. J. Bayless 
has been elected president; F. F. Snyder, 
vice-president; Chester Olson, secretary; 
R. H. Crowder, treasurer, and Lynn Ed- 


wards, national committeeman. 
Jacksonville, Ili— Mrs. Lillian I. Dan- 

skin, Columbian National Life, was 

elected president at a dinner meeting. 


The other officers are: Vice-president, H. 
A. Rust, State Farm Life; secretary, 
Ralph I. Dunlap, Connecticut Mutual, 
reelected; national committeeman, Walter 
G. Meyers, Massachusetts Mutual; state 
committeeman, Earl M. Spink, Colum- 
bian National. David C. Mieher, sales 
manager of Country Life, spoke on 
“Meeting War Time Objections.” The 
association will continue to hold meet- 
ings throughout the summer months. 


St. Louis—Hampton H. Irwin, educa- 
tional director of Massachusetts Mutual 
Life, spoke on “A Production Clinic” at 
a meeting. C. O. Fischer, vice-president 
Massachusetts Mutual, was guest and 
spoke briefly. Members have agreed to 
solicit for war bonds all firms employing 
six people or more. George Ittig, office 
manager Massachusetts Mutual, is 
ordinator. A boat ride on “Admiral” is 
projected for June 12. This is sponsored 
by the Little White House and the pub- 
lic is invited. 


co- 





Peoria, informed, 
listen to keep Saeaned and drill to estab- 
lish successful business techniques, R. W. 
Frank of the Caperton agency of State 
Mutual Life in Chicago, declared in a 
talk on “Keeping Abreast of the Times.” 
He said it is unfortunate some business 
men fail to keep up with the changes in 
their business. 


Mich.— Carl B. Devol, 
Jr.. Great-West Life, was elected presi- 
dent at the annual meeting. Other new 
officers are: Vice-president, Walter Jol- 
ley, Massachusetts Mutual; secretary, W. 
H. Nicholls, Jr., Penn Mutual; beichigager 
ant 


Grand Rapids, 


Harry Geske, Equitable of Iowa, ‘ 
national edo gg Charles E. 
Brown, Mutual Life of New York. > Se 


Shuster was chairman of the nominating 
committee. 


Pittsburgh—J. Allen Broadbent, United 
States inspector of agencies of Manu- 
facturers Life, gave a talk on “Tenta- 
tive Answer to the Recruiting Problem.” 








Latest Policy ‘Changes 


By JOHN H. RADER 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





Monthly Premium 
Endowment Forms 


New monthly premium ordinary en- 
dowments to conform with the provi- 
sions of the recently enacted Hampton 
bill, are being filed by the Metropolitan 
Life with the New York superintend- 
ent of insurance. These new policies 
are 20-year endowment policies for 
amounts of $500 or less to be issued at 
all ages up to 54 years. 

These new policies restore, for all 
practical purposes, to residents of New 
York the right, now enjoyed by resi- 
dents of other states, to purchase small 
endowment policies which elsewhere 
are issued in the industrial department. 
The Hampton bill was passed by the 
legislature and approved by Governor 
Lehman on May 18, 

The new policies will not be required 
to include the usual ordinary provisions 
for policy-loans .and for dividend op- 
tions. The Metropolitan sought this 
legislation because endowments corre- 
sponding to the monthly premium in- 
dustrial endowments issued in other 
states, could not previously be written 
in New York on the ordinary plan 


without incorporating provisions for 
policy loans and dividend options. Such 
inclusion, the company felt, involved 
expense to policyholders all out of pro- 
portion to the benefits that would ac- 
crue under the provisions. 


Travelers Makes Available 
“Triple” Protection Policy 


Travelers by extending the privilege 
of adding an extra unit of “family 
maintenance” supplemental agreement 
to standard basic contracts has made 
available a “triple protection” policy. 
Minimum basic amount is $2,500, with 
$5,000 additional of 15 or 20 year term, 
making the triple protection. 

Heretofore Travelers has issued only 
one unit of family maintenance, which 
is attached to all standard contracts 
either on a 15 year or 20 year basis. 
It can be written to provide monthly 
income at insured’s death or payable 
in a lump sum. The supplementary in- 
surance is term. 

Travelers will attach any desired 
trust agreement to the combined con- 
tract. 

The 
the privilege of 


triple protection form carries 
conversion to any 

















24 
standard life or endowment form, with- 
in 10 years on the 20 year form, within 


eight years on the 15 year contract. 
The premium rates per unit for the 
double and triple protection feature are 
$8.23 per thousand for 15 year and 
$9.29 for 20 year. Thus $18.58 buys 
$2,000 of the 20 year supplemental in- 
surance. When applied, for example, 
to the term expectancy basic contract, 
the premium rate per thousand is very 
low. 


Manufacturers Life Revises 
Immediate Annuity Rates 


Manufacturers Life’s rates for imme- 
diate annuities have been revised. Rates 
are lower for the younger ages at issue 
and higher for older ages. For a straight 
life annuity taken out at age 30, the old 
cost was $2,673 compared to $2,624 at 
present. After age 43 male and age 45 
female for a straight life annuity and 
after age 46 male and age 47 female for 
the life annuity with guaranteed periods, 
the cost is higher than on the old con- 
tracts. In addition to these two types 
of immediate annuity contract, a cash 
refund annuity now is being issued. All 
annuity contracts are non- participating. 
Income per $1000 obtaine1 by this new 


rate schedule follow: 
———_—__—_—_—_§ —Male————————_- 
Age Monthly Income per $1, 000 
Last Guar. Ann. 
Birth- Life Years Mo. 
day Annuity Guar. Ine. 
; > oS. Ze $2.95 
27 3.12 
26 3.30 
24 3.54 
22 aoe 
20 4.19 
19 4.54 
17 5.04 
15 5.67 
13 6.46 
12 7.02 





Central Life Amends War Clause 


Central Life of Iowa has changed the 
accidental death benefit provision so 
that when coverage ceases under the 
war clause the premium for double in- 
demnity likewise ceases 

Previously the accidental death benefit 
provision excluded coverage for death 

caused directly or indirectly by military 
or naval service in time of war but the 
premium continued for double indem- 
nity. 

The service clause is now being 
changed to read as follows: “This pro- 
vision shall terminate and become void 
and no further premiums shall be pay- 


able if and when the insured shall en- 
gage or serve in any naval, military or 
air force of any country at war.” 


Changes Reserve Basis to 2!/,% 


Directors of Lutheran Mutual Life of 
Waverly, Ia,, at a meeting decided to 
change Jan. 1, 1943, from American ex- 
perience 3 percent reserve basis in pol- 
icies to American men 2% percent. It 
also was decided to include a war clause 
in all new issues as soon as one could 
be drafted and approved by insurance 
departments. 


Atlantic Life’s New Clause 
Atlantic Life has liberalized its avia- 
tion and war exclusion rider retroactive 


to Dec. 7. The new endorsement pro- 
vides full benefit for service deaths, 
except aviation, in United States and 


Canada. There is provision for return 
of premiums with interest at 3 percent 
compounded for deaths outside of the 
United States and Canada and for re- 
turn of premiums without interest for 
aviation deaths (fare paying passengers 
over regular scheduled routes not ex- 


cluded). 


New Indianapolis Life Clause 


Indianapolis Life has gotten out a new 
war clause to become effective June 1. 
It is slightly more restrictive than the 
clause used previously. Deaths from any 
cause while in military or naval service 
outside the United States and Canada 
are excluded and war caused deaths of 
civilians within two years after the issue 
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LIFE SALES MEETINGS 





Am. National 
Managers Confer 


ST. LOUIS—Much valuable material 
on selling methods being used suc- 
cessfully under present conditions was 
brought out at the regional convention 
of managers of American National of 
Galveston here, Each of those in attend- 
ance gave a talk and hence there was 2 























G. S. MeCARTER 


roundup of current experience that was 
of the utmost value. The business of 
those attending the meeting was 383 per- 
cent ahead of the same period last year. 

G. S. McCarter, superintendent of 
agencies, represented the home office 
and was in general charge. The outside 
speakers consisted of Barrett Wood- 
small, vice-president of the American 
Service Bureau, Chicago, and G. C. Ol- 
iver, assistant sales manager of Retail 
Credit Company, Atlanta. An address 
of welcome was given by Cecil R. Bruce, 
St. Louis manager. Mr. McCarter 
responded. Among those who spoke dur- 
ing the two-day session were G. C. Mon- 
roe, Louisville; W. A. Rosenberg, Min- 
neapolis; John S. Baima, Chicago; R. E. 


Wilson, Little Rock; Glen W. Geary. 
Centralia, Ill.; Frank A. Miller, Indian- 
apolis. 

Also: Al Yampolsky, St. Louis; W. 
Johnson, Springfield, Mo.; _ R. 
Schweiger, Minneapolis; L. M. Ewan, 
Kansas City; E. A. Adams, Omaha; 


Paul Remmel, Little Rock; Carl Nolte, 
Detroit. 


Mutual Benefit Des Moines Rally 

Several hundred agents from Iowa, 
Missouri, Nebraska and South Dakota 
attended a two-day agency meeting held 
by Mutual Benefit Life in Des Moines. 

Oliver Thurman, vice-president, and 
Edward C. Hawes, field service mana- 
ger, attended from the home office. 
John H. Leaver, Des Moines agency 
manager, was general chairman in 
charge of the program. 

B. L. Pribble, general agent at Sioux 
Falls, S. D., and Mr. Thurman spoke 
at the banquet. Mr. Leaver and W. W. 


Jaeger, vice-chairman of Bankers Life 
of Des Moines, addressed the business 
sessions. 








of the policy while outside the United 
States and Canada are excluded. Avia- 
tion deaths are excluded except those 
occurring while a passenger on a com- 
mercial airline. In the event of death 
as a result of a risk not assumed, the 
recovery will be premiums that have 
been paid with interest at the rate of 
3 percent compounded or the reserve 
on the policy whichever shall be the 
greater. 


Mass. Mutual Has 
Field Conferences 


Two field conferences were held by 
Massachusetts Mutual Life in Missouri 
in lieu of the regular regional meetings. 
At St. Louis, Chester O. Fischer, vice- 
president; E. Lloyd Mallon, assistant 
director of agencies; Kenneth W. Perry, 
agency assistant in charge of the pension 
trust and personal security division; 
Michael Marchese, assistant secretary in 
charge of the underwriting department, 
and Hampton H. Irwin, educational di- 
rector, represented the home office in a 
two-day conference. Arrangements were 
made by Anthony E. Veith and Ralph 
D., Lowenstein, St. Louis general agents. 


Gathering at Kansas City 


A two-day business conference also 
was held in Kansas City for several 
nearby agencies. The same home office 
men spoke. Among general agencies 
represented were: Oklahoma City, J. H. 
Wilson; Tulsa, R. A. Hittson; Wichita, 
M. D. McCready; Topeka, L. C. Cutler: 
Lincoln, Neb., John a _ Omaha, 
Ned Patrick; Des Moines, W. E. Lewis. 
The Scott-Lynn general wth "Kansas 
City, with C. F. Scott and A. D. Lynn, 
was host. The home office men went 
on to Denver for another meeting, then 
two will go to the Pacific coast for con- 
ferences of individual agencies. 

Mr. Fischer said Massachusetts Mu- 
tual felt it was highly important to have 
an unusually close understanding of mu- 
tual problems between the field and 
home office in these days when condi- 
tions change quickly. In the meetings, 
stress was being put on the essential 
nature of life insurance and its impor- 
tance. The agents are being told that if 
they have some particular aptitude and 
ability for service with the armed forces 
they should enter the service, and if the 
aptitude is in industrial lines they should 
enter that work. But if they do not have 
these particular abilities, and are to con- 
tinue in life insurance they should do 
that with wholehearted purpose and with 
confidence that they are contributing to 
the total national war effort. 


Allen Agency Get-together 

District and special agents in Geor- 
gia associated with the Luther Allen 
general agency in Atlanta of North- 
western Mutual Life met at Atlanta. 
FE. L. Freyer, Jr., district agent, Rome, 
Ga., was honored by being selected as 
chairman for having led in paid for 
business among the agencies in the ter- 
ritory and also for completing 106 
months of consecutive membership in 
the 4-L Club. Mr. Allen and leading 
producers spoke. L. J. Evans, assist- 
ant director of agencies from the home 
office, gave a talk. It was announced 
that the annual “Southern Feud” pro- 
duction contest again will be held in 
June-August among agents of the Al- 


len, E. T. Proctor, Nashville; L. W. 
Norton, Durham, N. C., and W. T. 
Nolley, Richmond, Va., agencies. 
Hold “Victory” Luncheon 

The Milwaukee agency of Mutual 
Trust Life, headed by General Agent 
Fred G. Schneiders, held a “victory” 


luncheon which was attended by Presi- 
dent E. A. Olson of Mutual Trust. The 
Schnieders agency recently was desig- 
nated the outstanding agency in “Presi- 
dent's” month for all-round performance. 
Stanley Bursch of the agency paid for 
the greatest number of policies and was 
President Olson’s guest at the luncheon. 


Myrick and Cruess in Kansas 


Julian S. Myrick, second vice-presi- 
dent, and Leigh Cruess, vice-president 
in charge of selection, of Mutual Life 
of New York will be headliners at a 
Kansas agency meeting May 30 in 
Wichita under the direction of Man- 
ager Percy G. Gibson. 
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Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 
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ILLINOIS 
DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
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Consulting Actuary 
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INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—O maha 




















HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio Street 
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Established in 1865 by David Parke Fackler 


FACKLER & COMPANY 


Consulting Actuary 


Edward B. Fackler Robert O. Holran 
8 West 40th Street New York City 
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FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
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TEXAS 
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At New York State Association of Life Underwriters’ annual parley in Buffalo: 
Sidney Wertimer, Buffalo Prudential ordinary manager and candidate for National 
association trustee; C. C. Jones, Buffalo general agent Connecticut Mutual and sales 
congress general chairman; Beatrice Jones, Equitable Society, president New York 


OVERNMENT. 





Hartford’s five life insurance companies, Aetna, Connecticut General, Connecticut 
Mutual, Phoenix Mutual, and Travelers, paraded the fact that together they have put 
more than $750,000,000 to work to win the war by investing in war bonds. The 
occasion was the city’s mammoth Victory parade. Their float was graced by 29 girls 
from the various companies, who represented the United Nations. One company 
thoughtfully presented the girls with accident insurance tickets which provided total 
coverage of nearly $100,000 during the two and one-eighth miles of their trip. 
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Annual under New England Mutual's 
New Compensation and Retirement Plan 
compared with Agent’s Commission Contract 
Male age 35 Retires at 65 
$100,000 Annual Production, Ordinary Life, for 30 years 
Premium $35.00 per $1,008 Normal Termination Rate 
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City association; C. J. Zimmerman, Chicago general agent Connecticut Mutual; 
Joseph M. Gantz, Cincinnati general agent Pacific Mutual; Clancy D. Connell, New 
York City general agent Provident Mutual and National association trustee; and 
Lloyd G. Patterson, New York City general agent Massachusetts Mutual. 





James Lee Loomis (right), president Connecticut Mutual Life, presenting the 
“Presidents Organization Trophy” to William T. Earls, Cincinnati general agent. This 
award is in recognition of the Earls agency having achieved the best record in 
organization development during 1941. Mr. Loomis made the formal presentation at 
a dinner in honor of the Cincinnati representatives. 


Rockwood S. Ed- 
wards, Chicago 
general agent of 
Aetna Life (seated) 
is shown as he re- 
ceived 52 applica- 
tions for $259,383 
of business from 
Lee E. Gleasner, 
Jr.. chairman of 
the agency’s April 
“Big Ten,” written 
in one day honor- 
ing Mr. Edwards’ 
26th service anni- 
versary. Each of 
the flowers has a 
eard attached for a 
case submitted, 
with the  agent’s 
and applicant’s 
name and amount. 























Gifford T. Ver- 
million, manager 
Muiual Life of New 
York in Chicago, 
and his supervisory 
staff gather for a 
conference in the 
modern new office: 
Joseph U._ Irick, 
cashier; Horace D. 
Horton, supervis- 
ing assistant; Man- 
fager Vermillion, 
Elmer A. Peirce, 
statistician, and R. 
G. Pilkington. 
agency organizer, 






























ANNOUNCING 


New England Mutual’s 
3-POINT PROGRAM 
FOR FIELDMEN’S SECURITY 


O PROVIDE its fieldmen a sounder foundation upon which to build sub- 


stantial careers as life underwriters, New England Mutual will inaugurate on 


July 1 a new agents’ compensation and retirement plan. 


Preserving for the agent the advantages of his freedom as an independent con- 
tractor, and designed to cause the minimum of conflict with present contracts, 


“Security with New England Mutual” offers, in outline: 


1. A new optional Compensation Contract providing an unchanged first 
commission and an adjustment of the vesting of renewal commissions to 


allow a continuous service fee. 


A sound contributory Retirement Plan whereby the younger agent’ can 


build, with the Company’s assistance, security for his old age. 


A Past Service Award to supplement the personal retirement plans of 


older agents who have given faithful service to their policyholders. 


This new program recognizes the growing need for more adequate compensa- 
tion to the underwriter who sells quality business and gives conscientious long- 


range service. 





NEW ENGLAND MUTUAL 
Life Insurance Company of soston 


GEORGE WILLARD SMITH, President 
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